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We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, ccnservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
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135 William Street, New York. LAWRENCE M. CATHLES, 
Vice President & Actuary 
P. N. THEVENET, Secretary 
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American 


National Insurance Company 
OF GALVESTON, TEXAS 


W. L, MOODY, JR., President SHEARN MOODY, Vice President 
W. J. SHAW, Secretary 


FINANCIAL STATEMENT 


DECEMBER 31, 1921 
ADMITTED ASSETS 


MOTRIN BD 5555 cad clu Sha CRORES CE owe eae Cee es $896,517.61 
Ee ORGS CHIPRE EAGT ¢ o:5:0:056.c6-0. 0/6064. e010 Rss ce orale wiateeren 4,108,612.42 
IRD MORNE ooo. Soins an gin cais sumaniesenaenaeea 1,000.00 
Loans Made to Policyholders (on this company’s Policies)... .. 1,198,944.47 
eB at pa Casa I Rete RIN RR 3,536,822.42 
Cash SOE MIEN ct B50 or ara aioitia Ges ais ane wee ae unae Tee 1,463,977.37 
SNP DONGRE oo ore cotiiecn ons nodoeo ee chacmewawne 6,908.28 
MUEERE PINE Sint A OCTURE 5.65: <.ci0is 0 so cv.0.0i8's’secie.csiaeds'ceisnc’ 237,661.04 
Deferred and ae Cagecdusanoinncacnaaees 221,999.36 
ess Loadin 
MM Other Aucte........... 0 SEE OE CELE TEE TCC OCC ET 493.95 
OE Ak MIS D2 o's class dios cle crow sicieicc Cis Mase haiaceoe aie $11,672,936.92 
LIABILITIES 
Net Reserve, American Experience. ........sccsceececececce $9,261,807.63 
f (3 and 3% Per Cent) 
Special and Contingent Reserves. ........sscecccceceecececs 204,251.00 
Reserves for Death Losses in Process of Adjustment or Adjusted 
MERIDA coe cea ciesei oa cine seacdaccticc ne cucaemevoneoné 105,608.25 
NE iol nin cue kicdaoasesiwiesnoasackaheravese 129,129.51 
Bereieri Lin il bees co.cc fasccocre oes oe cros wow aceuaneutore 158,244.72 
RRM A ee hc cui deavndsacasen $500,000.00 
ME MMPESMUN casa! ates 6. clas Caras ecco a cals eueie'eleluia 243,252.00 
Surplus... .. , RGRAAe Aad eens a WHeiee Raine aee 1,070,643.81 
Surplus to DONOR MONEE 5 65.50 nduaencnnoeaee woemee Enero __1,813,895.81 
TOTAL Ep EE PERE oiicbdcecddcscecrewscnutacness $11,672,936.92 


ORDINARY AND INDUSTRIAL LIFE INSURANCE IN FORCE 
; $157,699,773.00 


Operates In Nineteen States and the Republic of Cuba 
“ANCHOR TO THE ANICO” 
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How Come? 





When J. P. Fordyce, ‘the Agency Manager of another - 
life insurance company, decided to return to active field 
work in his home state of Washington where his own 
company had already assigned the territory—he turned 
to The Lincoln Life. 

His field and Home Office experience enabled him to 
expertly judge companies as to their service facilities— 
the most vital point for a field man to consider. He 
visited a number of Home Offices—and HE PICKED 
THE LINCOLN LIFE. 

“The spirit of The Lincoln Life Home Office organiza= 
tion impressed me deeply by its harmony of purpose and 
action, seemingly moved by the desire to achieve a defi= 
nite Company policy of service,’’ he says. 

Those benefit by this ‘‘definite Company policy of 
service’? who 


(ar NK uP (wits THE {)LINCOLN) 


The Lincoln National -Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $225,000,000 in Force 
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Perfect Protection Oenestentill 


Strong men seldom appreciate the need of life insurance until it is properly brought to their | 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button | 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other | 
big strong men, life insurance presents big opportunities. 4 


No so many years ago the life insurance business was considered a place for the derelicts of” 
other businesses: men fit for nothing else could eke out a living peddling policies to their friends, 
But to-day the business of life insurance looks for successful men of affairs. The life insurance? 
agent of this day and age must be a man of vision. He must be a fighter. He needs brains. He’ 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he must’ 
be a well-dressed and polished man of the world. In fact he must have every qualification neces-” 
sary to a big business executive. To such men the business of selling life insurance does indeed? 
offer wonderful opportunities. For such men there is no business offering greater independence’ 
and larger income than life insurance. : 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts. 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, if 
means less objections to be overcome. All this because the Perfect Protection Policy has beet} 
developed with the greatest care to give its holders protection at every possible point. Perfect 
Protection policies give to their owners the peace of mind that comes from the absolute knows 
ledge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you co 
plete information. “If the business of life insurance offers great opportunities, and it does, add td 
those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY 


of PITTSBURGH, PENNA. 
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AMERICAN INSTITUTE OF ACTUARIES IN SESSION 


Review of Earlier Methods of Surplus Distribution Chief Topic 
Discussed 


St. Louis, November 7, 1922. 


HE American Institute of Actuaries held a two-day 
meeting at Hotel Chase, St. Louis, on Thursday 
and Friday, November 2 and 3. Many live topics 
of importance and value to the insurance frater- 
nity were taken up and discussed and views ex- 
changed. There were no formal papers read. 
The only topic not informal was on “A Review 
of Some of the Earlier Methods of Surplus Dis- 
tribution: Some Proposed Methods and Some 

Methods Currently in Use by Life Companies in the United States.” 

The meeting was largely attended and some of those present, and 

| who had attended previous meetings, stated that the present one was the 
Jargest attended and there was more interest shown than at any previous 
meeting, about 150 being present. Most of those who came to the meet- 

| ing attended all the sessions. Few stayed away. They seemed afraid 

» -that some point might come up while they were away and they thereby 
might lose some valuable information. 

The meeting convened at 10:30 Thursday morning, and President 
Cathles, in his opening address, said that the board of governors met 
Previous to the meeting and the following officers were named: J. C. 
Rietz to be editor of the Record, and E. B. Carter re-elected as librarian. 

In part he said: ‘Foundations of the world were shaken by the 

| Great War. I do not believe as yet the business of life insurance will be 

b affected. Life insurance business has stood the test of both war and 

F pestilence, though in some countries the payment of the face values of 

' Policies in a greatly depreciated currency, while completely fulfilling 
the companies’ legal obligations, must have been very disappointing to 
the beneficiaries, 

“It has been the custom of some insurance companies to offer bonus 
| Of special increases in salary to such members of their staffs who suc- 
| *essfully pass examinations as recognized actuaries today.” 

The first paper discussed was a “A Review of Some of the Earlier 
Methods of Surplus Distribution, Some Proposed Methods, and Some 
Methods Currently in Use by Life Companies in the United States.” 

| L.A. Anderson, Central Life of Iowa, said: “I agree thoroughly 
- with Mr, Buttolph that it is not practical, or even theoretically sound, to 
| take into account the different mortality and lapse ratios by States or 


sections in the distribution of dividends. The fluctuations in such small 
groups would be entirely too violent to make it practicable. The only 
fact that could be taken into account in differentiating between the 
States is the taxes levied on premiums or reserves. One company 
actually did that for a time, but abandoned it because it involved too 
much labor. There is one point that seems to me should be taken into 
account, and that is to make the net cost consistent with respect to the 
different plans of insurance. For instance, it does not seem equitable to 
have the net cost of the protection under a 20-year endowment policy 
exceed that under a 20-payment life policy covering the same age and 
period, making proper allowance, of course, for the difference in reserves. 
The unequal loading on the various forms of policies makes the adjustment 
of the net cost somewhat difficult, but it is by no means prohibitive, and 
I feel that we should at least make some effort along that line.” 

When the meeting was called to order after luncheon, the president 
called on Lee F. Dougherty, president of the American Life Convention, 
who said he believed in an organization. 

The topic informally discussed was on 
Business.” 

W. A. P. Wood of Canada said the subject was more of a prevention 
than a cure of the disease. Conditions in Canada were somewhat dif- 
ferent than in the United States. The best plan was to get the re- 
payment of loans. That would help in the conduct of the business. As 
far as “wishing” is concerned there was little of that done in Canada. 
Adjustment of commissions is easily done. If changing from larger 
to smaller policy should be applied to a reduction of the future pre- 
miums, payment should not be paid in one sum. 

T. W. Blackburn, secretary of the American Life Convention, spoke 
of the effect of policy loans on lapses, and said policyholders should be 
educated to realize that the money they borrowed belonged to them and 
not to the company. It was like taking money from one pocket and 
putting it in another, and when they paid it back it was like putting it 
into still another pocket. 

Mr. Bagley of the Travelers said when a policy had lapsed it was 
best for the company to consult with the policyholder. In case of 
a “twister” a new application should be declined by the company. The 
company should be liberal in the way of commissions. 


(Continued on page 5) 
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Health and Life Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 












Health 


House confinement; does not necessarily 
mean confinement to a particular house; 
insured may recover although he unsuccess- 
fully seeks relief in different climates. 

The Attna Life Insurance Company issued 
a health policy which provided: “If the in- 
sured shall, by reason of any disease con- 
tracted during the term of this insurance and 
not herein excepted, be totally disabled, that is, 
wholly and continuously prevented from 
prosecuting any and every kind of business per- 
taining to his occupation and be necessarily 
confined to the house, the company will pay the 
sum of $50 every week,” etc. The insured be- 
came seriously ill about December 13, 1917, and 
was necessarily confined to his house at Pitts- 
burgh, and much of the time to his bed, until 
February 10, 1918. His illness was some form 
of bronchitis, which developed into asthma of 
so serious a nature that he had great difficulty 
in drawing his breath. During that time he had 
paroxysms of asthma, shortness of breath with 
the slightest exertion, even stooping bringing on 
severe coughing spells. He was constantly at- 
tended by a physician while at his own home. 
During that period he had been visited at his 
home by an eminent physician of Philadelphia, 
who was a specialist in his disease, and who 
desired his presence in Philadelphia for further 
examination. Accompanied by his own physician 
he went to Philadelphia in a Pullman car, 
used a taxicab to and from the train, which he 
reached by a wheeled chair. He remained in 
Philadelphia over night and was taken to the 
hospital, where he remained for about six days 
under examination and treatment. He then re- 
turned to the hotel, where he remained confined 
for several days. He was advised by the 
physicians to go to Florida, which he did, leav- 
ing Philadelphia about February 27. He was 
accompanied on this entire trip by his wife, 
who was a trained nurse. He remained at the 
first hotel in Florida about a month. He oc- 
casionally sat on the porch, but at all times 
was confined to the hotel. By advice, he sought 
a higher altitude at another hotel in Florida, 
where he remained all the time in the hotel for 
about two weeks. His health was unimproved, 
but rather injured by his stay in Florida, and 
for that reason he returned to his home in 
Pittsburgh, being examined in Philadelphia 
again on his route home. He remained eight 
weeks in his home at Pittsburgh, being cone 
fined to the house for the entire time. After his 
return his physician visited him almost daily, 
and most of the time he was in bed or sitting 
On the advice of his physician he 
at 
n 


in a chair. 
then went to the Maine woods, stopping 
Boston on the road, to consult a specialist 
a medical school there, and stayed at the home 
of his wife’s family, going to and from the 
physician’s office by automobile. He remained 
there a few days, part of which time he was 
up and down in the house, after which he went 








to the woods in Maine. He remained until 
September 14, having with him an attendant 
during the entire summer, and also the com- 
pany of his wife, who followed about the mid- 
dle of July. During the early part of his stay 
in Maine he made a few short rides out on the 
lake, and one day tried fishing, feeling that he 
was getting better. But his general condition 
during that time was that he was a very sick 
man, and the attendant was with him and dur- 
ing all the time that he was there. He became 
very much worse in Maine, and with his wife, 
he made a brief visit to Boston to see a special- 
ist. He then returned to Pittsburgh, and when 
he arrived there his condition was still very 
bad. Some time after his return home he was 
treated by some new remedy, under which he 
improved so that he was able to leave the house 
and gradually get back to work, though he 
never fully recovered. The insurance company 
contested the right to receive indemnity for 
any period after the insured went to Florida. 
The jury found a verdict for the plaintiff for 
the full time claimed. The United States Cir- 
cuit Court of Appeals in the Third Circuit 
affirmed the judgment and approved the charge 
to the jury by the Trial Court, in which the 
Trial Judge stated: “These words, ‘and be 
necessarily confined to the house’ must be 
given a reasonable construction. They did not 
mean necessarily confined continuously within 
the walls of the house in which the insured 
lived. They referred to a condition of illness 
and the disability which makes confinement in 
the house—that is, within doors—a necessity. 
These words were not intended to describe a 
course of conduct to be followed by the insured. 
Not at all. But they were intended to describe 
a condition of disability which must exist in 
order to recover the designated benefits. To 
construe these words as requiring the insured 
to be confined in the house all of the time dur- 
ing the period in question, though a change to 
another house or another place, either near or 
remote, might greatly alleviate his sufferings, 
improve his condition, and hasten his recovery, 
would not only be wholly unreasonable, but it 
would tend to perpetuate the disability, to the 
detriment and loss of both parties. * * * I 
therefore instruct you as a matter of law that 
if you find these conditions under the evidence, 
if you find that they exist, that is, total dis- 
ability as above described, and that he was 
necessarily confined to the house as I have un- 
dertaken to interpret those words, the plaintiff 
would be entitled to recover the full amount 
of his claim. * * * If his condition was 
such as to require necessary confinement in the 
house, that condition of the policy would not 
be broken by trips made compulsorily under the 
advice of his physician for the purpose of ad- 
ditional medical or surgical treatment or a 
change in climate, in an honest effort to alleviate 
his sufferings and to effect a cure.” tna Life 
Insurance Co. v. Willetts, 282 Fed. 26. 
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Life 

Conflicting provisions as to due date of 
premium when policy antedated; provision 
that policy should not take effect until 
delivery governs and overcomes a Specific 
provision as to due date. 

An application for insurance on September 
12, 1917, gave his date of birth as of February 
I 5; 1876. The agent who secured the applica. 
tion told the applicant that by dating back the 
application to August 14, 1917, which was q 
date nearer to his forty-first birthday, he could 
save something on the annual premium. The 
application was dated August 14, 1917. Op 
September 12, 1917, the company issued the 
policy and the same was delivered to the appli. 
cant on September 17, 1917. The policy pro. 
vided that the premium paid kept the insurance 
in force up to August 14, 1918, and that i 
would be continued thereafter upon the pay- 
ment of the annual premium on August 1, in 
every year, during the continuance of the policy. 
It also provided that if any premium was tot 
paid when due the policy should cease an 
determine, except that if any premium after 
the first was not paid on the date when due the 
policy would continue in full force from said 
date for the term of thirty-one days, which was 
the period of grace allowed thereunder, with- 
out interest charge in the payment of any such 
premium. The application, which was attached 
to the policy, provided that the insurance therein 
applied for should not take effect until the first 
premium was paid, and the policy delivered to 
and accepted by the applicant during his life. 
time and good health. The insured died on 
September 26, 1918, without paying anything 
after the first annual premium. The company 
insisted that the policy had lapsed because the 
second premium was not paid on the due date 
mentioned therein—that is, August 14, 10918 
nor within thirty-one days after such date, and 
that notice had been sent to the insured +o pay 
the premium. The court held, however, that 
under the terms of the policy the insurance did 
not begin to run until the policy was delivered, 
which was September 17, 1917, and that the 
second premium thereunder was due on Septem- 
ber 17, 1918, and, under the provision for thitty- 
one days of grace, the insurance remained in 
force until October 17, 1918. The court there: 
fore held that the policy was in force on Sep- 
tember 26, 1918, when insured died, and granted 
judgment in favor of the beneficiary. This de 
cision was affirmed by the Supreme Court i 
certiorari proceedings. State ex rel. Missoun 
State Life Ins. Co. v. Allen, Mo. — 
243 S. W. 830. 





Personal Accident and Health Committee 
to Meet 

The governing committee of the persona 

cident and health underwriters will hold: 

meeting November 15 in the board room of 

the Maryland Casualty Company at Baltimore 
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HE last few weeks have been marked 

by an epidemic of factory fires in 
this city which has taken a heavy toll of 
lives and destroyed thousands of dollars’ 
worth of property. Insurance companies 
can, of course, pay for the dollars and 
cents loss by reimbursing the carrier of 
insurance, but who is there to provide 
for the dependents of the victims? The 
fires of the past month bring squarely 
home the fact that the present fire pre- 
vention laws in this State are inadequate. 
Drastic legislation is needed to assure the 
making of factories safe places for em- 
ployees to work in. Despite the frequent 
inspections of plants, fires in workshops 
have become almost an everyday happen- 
ing and after the weeping and gnashing 
of teeth and arrangements for funerals 
have been completed it is revealed that 
such and such a factory was in reality a 
death trap, and investigation probably 
would reveal that city regulations had 
been ignored. The fire prevention work 
carried on by insurance organizations is 
laudable, and yet the propaganda distrib- 
uted lately showing the gigantic fire wast- 


age in the United States seems to have been 
ineffective. The average selfish individ- 
ual is too narrow-minded to think that a 
fire may occur on his own premises; he 
generally tells himself that maybe there 
will be a fire across the street, but not 
where he is. Probably he consoles him- 
self by saying that fire prevention talk is 
only an excuse on the part of the fire 
insurance companies to sell more fire 
insurance. Unfortunately, there are many 
men who employ others who, unless they 
are deliberately forced to do so, will take 
no steps to protect their property or the 
lives of their employees against the rav- 
ages of fire. 

What, then, is needed to bring home 
squarely ,the menace of fire and the 
necessity of combating it before it ever 
happens? If the public is unwilling to 
heed warnings then the State must take 
ahand. Drastic laws are needed to prevent 
the selfish factory owner fromendangering 
the lives of his employees by compelling 
them to work on premises where their 
lives are endangered. Existing laws are 
inadequate. Must there be a gigantic 
catastrophe in which hundreds of inno- 
cent people die before satisfactory laws 
are passed to protect the public? There 
have been a number of bad fires lately 
and it is to be hoped that they will serve 
as a sufficient warning. 


HE Merchants Association of New 

York city has just completed a sur- 
vey of business conditions in the metrop- 
olis. This survey indicates a decidely 
optimistic attitude in a variety of indus- 
tries and practically all the letters so far 
received speak of steadily increasing 
orders. In the main the life insurance 
business reflects this optimism, but we 
doubt somewhat that the same could be 
said of the fire insurance business, which 
should be fairly sensitive to changes in 


conditions. Among the brokers on 


William street there is no particular op- 
timism noticeable, although there is no 
great pessimism either. The general spirit 
seems more to be one of “watchful wait- 
If the survey of the Merchants 
Association proves in the coming months 
to have been conducted so as to bring dut 
the facts, the watchers will not have 
waited in vain. 


ting.” 





A Helpful Book to Present to Agents 

Life insurance companies and general agents 
desiring to present to their agents some Christ- 
mas remembrance cannot do better than to give 
them copies of the book entitled “Multiplying 
Your Income,” by William T. Nash. This will 
not only be appreciated by the agents, but will 
help them in their produc‘tion of new business. 

This excellent book is for sale by its pub- 
lishers, The Spectator Company, New York, 
and is of great assistance in the education of 
new agents and in helping those of expertence, 
even large producers. An officer of a company 
which ordered many copies of this book for its 
agents stated that he would not take a dollar 
a page for his first copy if he could not get 
another. 





American Central Buys Site for New Home 
INDIANAPOLIS, IND., November 6.—The Amer- 
ican Central Life Insurance Company, which 
owns its headquarters building in this city, has 
purchased a tract of about two and one-half 
acres at North Meridian street and Fall Creek 
boulevard as a prospective home site. Con- 
struction of a new home office building will not 
be started before two years, it is announced. 
Plans for the building are indefinite but a 
three-story structure is being considered. 


Dr. Charles L. Rudisall Advanced 

The Life Insurance Company of Virginia has 
advanced Dr. Charles L. Rudisall to the posi- 
tion of assistant medical director and Frank D. 
Hill to the position of assistant treasurer. Dr. 
Rudisall has been in the employ of the com- 
pany since 1919, and Mr. Hill since 1903. Since 
1907 he has held the position of chief clerk in 
the treasurer’s department. 


—The regular monthly meeting of the Richmond, 
Va., Life Underwriters Association was held to-day at 
the Richmond Hotel. 
life insurance lecturer, 
applications for 
passed upon. 


3arney Pearson, widely-known 
delivered an 
were favorably 


address, and 


several membership 





American Institute in Session 
(Continued from page 5) 

C. H. Bachett of the American Central Life said the difference in 
borrowing money on a policy is like borrowing money from the bank, 
except that when a man dies his loan is taken from his policy. 

Mr. McBride said thinking too much is a matter of ethics instead of 


the matter of a policy. 


' Mr, Linton said ethics don’t get one very far. The “twister” was the 
vital question. If a cancellation is requested by the policyholder, the 
request should be considered. If requested by “twister” it should be 
discouraged. Companies will have to get closer together and stand 
together on the “twister” question. Neither the public nor the com- 


pany realize the seriousness of lapses. 





Arthur Coburn stated in the matter of a “twister” that his fee, which 


is usually $500, should be included in the difference between the saving 


session convened. 


to the one taking over the new policy and retaining the old one. 

James E. Flannigan of the Bankers Life believed in disposing of a 
“twister” if he knew he had one in his employ. 

“The Agency Problems” were taken up when the Friday morning 


Mr. Wood told of some of the experiences in connection with the 
education of salesmen for insurance. 
and the agent was educated until he had a thorough knowledge. 

This problem was discussed by nearly half of those present. 
told of their experience and of the methods their companies had em- 
ployed. The discussion occupied nearly the entire morning. 


He told how they had classes, etc., 


They 
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— “__My Son John” 


E are informed he went to bed with 
his stockings on. Since he, also, 
wore one of his shoes, though he 
had taken off the other one, we 

infer that he was a pretty careless sort of 
boy. 

As a matter of fact most boys are care- 
less. Left to themselves they drift into bed 
and into other things in a very haphazard 
way. It is the duty of fathers and mothers 
to set them straight and keep them straight. 
If they are to be become useful men they 
must be kept out of bad habits. 


And a good way to keep them out of bad 
habits is to get them into good habits. Boys, 
for instance, are just as careless about money 
as they are about clothes. They throw it 
around and drop it very much as they do 
their garments. But if they are told of 
Endowment Life Insurance and its future 
opportunities, they can be made to think. 
Once they have accepted its mission, they 
soon learn that the dollars they pay in are 
not frittered away, that they go to work, 
that they earn. And when the time comes 
for the need of these dollars they are on 
hand and with compound interest. 
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RESEARCH BUREAU 


First Annual Meeting to Be Held a 
Chicago To-day 








MEMBERSHIP SHOWS INCREASE 





Review of Sales Index to Be Made—Agency 
Problems Also on Agenda 


The first annual meeting of the companies in 
the Life Insurance Sales Research Bureau will 
be held at the Drake hotel, Chicago, to-day— 
the day immediately preceding the sessions of 
the Association of Life Agency Officers. Asa 
result of holding the meeting at this time, it js 
expected that nearly all of the thirty-seven com. 
panies will be represented by one or more of 
their agency officials. 

The meeting will be for the purpose of dis. 
cussing in detail the work done so far and of 
laying plans for the future. Chairman Oliver 
Thurman of the executive committee will pre- 
side and report on the activities of the commit. 
tee in directing the Bureau’s activities, 

Since the last announcement, the membership 
has materially increased, and in recent weeks 
the following companies have joined: Illinois 
Life, Imperial, Penn Mutual, Pacific Mutual, 
Great West and State Mutual. 

A review of the sales index reports will be 
made, and it is expected that much interest will 
be shown in this part of the Bureau service, as 
figures now being published present the only 
means of securing the sales records of a large 
group of companies in each State monthly. 

In addition, the reports dealing with company 
methods in agency problems—the most com- 
plete of which is the recently published forty- 
page report on conservation—will be discussed 
at length. 

The executive committee held a meeting last 
week for the discussion of various Bureau af- 
fairs, and decided to adopt for the annual meet- 
ing the method used by the Actuarial Society 


Lincoln Life Designates Shepard Month 

At the request of its general agents, The 
Lincoln National Life designated October as 
Shepard Month, in honor of the birthday of 
Vice-President and Agency Manager Walter 
T. Shepard. 

More than $12,700,000 of written and exam- 
ined business was produced in the drive to 
“Shepardize October.” This is the second larg- 
est month. in-the history of the company, be- 
ing just a little short of the record made last 
May in honor of Vice-President and Manager 
Arthur F. Hall, when the production mounted to 
nearly $13,000,000. 

The Lincoln Life publicity department ‘s 
heralding the result as “the re-election of Mr. 
Shepard as the greatest agency manager,” at 
all producers of that company are asked to 
join in the effort to give Mr. Shepard a prosper 


ous administration by contributing to the com | 


tinued good times through November. An et 
larged and framed picture of Mr. Shepard 18 
being sent to all agents who wrote at least 
$25,000 of business during October. 
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GAIN IN BUSINESS 





twenty-four States Wrote More in 
September, 1922, Than 1921 


QNLY FIVE STATES SHOW DECLINE 


New York Beats Pennsylvania, Being 34 
Per Cent Ahead 

Life insurance sales in twenty-four States in 
the Union were at least 15 per cent better dur- 
ing September than during the same month in 
921, according to an analysis made by the Life 
Insurance Sales Research Bureau of the Car- 
negie Institute of Technology. This territory 
included part of New England, all of the Mid- 
dle Atlantic region and most of the West, with 
Tennessee, North Carolina and Georgia uphold- 
ing the record for the South. Eighteen States 
show sales to be from 1 to 15 per cent better 
than they were last September. Besides the 
three whose index figures are below 86—namely, 
South Dakota, Idaho and South Carolina—only 
five have fallen below September of last year. 
Of these, the lowest was Colorado, which lacked 
only 8 per cent of equaling the figures for 
September, 1921. For the United States as a 
whole, September’s business was 15 per cent 
better than last year and the cumulative figure 
for the year to date in the entire Union has 
been raised to 105. 

The map published in the report which showed 
the sales record for the year to date in com- 
parison with the same period last year is not 
so brilliant as the one comparing this Septem- 
ber to September, 1921. It is, nevertheless, en- 
couraging and proves that the industrial States 
of New England, the Middle Atlantic section 
and the manufacturing region of the Middle 
West are gaining considerably over the pace set 
by the first three-quarters of last year. Only 
four States in the South are below last year’s 
record to date. The Western States are not so 
hopeful but their cumulative total slowly works 
toward the 100 per cent line. 

In dollars of business secured, September was 
not quite so productive a month as August, fall- 
ing behind by 5 per cent. The Southern district, 
on other other hand, showed a better September 
than August, but even here the gain is but 5 
per cent. 

In September, for the first time since Febru- 
ary, Vermont surpassed the sales record made 
many corresponding month of last year. Not 
content with merely equaling its last September 
sales, Vermont shot 40 per cent ahead of them 
and 20 per cent ahead of those in August. A 
cumulative total of 116 gives Rhode Island first 
Place in the New England group for the year 
” date. New Jersey and Washington tied for 
irst place of all the States in the Union in 
Percentage of gain over last September. Their 
index figure for this ratio was 1 17. New York 
again beat Pennsylvania with a September 3 


per cent higher than last year— -Pennsylvania’s 
igure heing 123. Georgia enjoyed an unusually 
Prosperous month, doing almost half again as 
much business as was done last September. 
Tennessee gained according to all three ratios. 
Michig 


san led the Central States in percentage 


of gain over last September with an index fig- 
ure of 111, but Indiana and Ohio followed close 
on its heels with IIo. 
September of any State in the west central dis- 
trict, but even now lacks Io per cent of equaling 
its last year’s nine months’ record. New Mexico 
forged ahead of last September’s figure by 24 
per cent and Arizona beat its September fig- 
ures by 21 per cent. Wyoming did an excel- 
lent volume of business in September, as was 
also true of Montana, Utah and Nevada. Cal- 
ifornia, with an increase of twenty-one points, 
had a successful month but did not quite main- 
tain the pace which has characterized recent 
months. 


Kansas had the best 


The Salesman’s Handbook 
The Life Underwriters Association of Can- 


- ada has issued “The Salesman’s Handbook,” a 


loose-leaf publication based on the program of 
the third International Convention of Life Un- 
derwriters, held at Toronto, in 1922. This con- 
tains seven general divisions, as follows: 

Salesmanship, under which the sub-heads are 
as follows: Human Elements in Salesmanship; 
How Men Are Influenced to Buy; Tests for 
the Close; Cultivation of the “Yes” Attitude on 
the Part of the Prospect. 

Income Insurance, dealing with Ten General 
Cases, with Answers, Analyzing the Needs and 
the Plan to Fit the Need. 

Business Insurance, comprising Eight General 
Cases, with Answers, Analyzing the Needs and 
the Plan to Fit the Need. 

Human Needs Supplied by Life Insurance. 

Graphic Methods of Opening the Interview 
cover Sixty Specific Methods, Outlined, with 
Instructions for Their Use. 

Program Insurance, showing Ten General 
Cases, with Answers, Analyzing the Needs and 
the Plan to Fit the Need. 

Meeting Objections, covering Twenty Objec- 
tions Raised Against Taking Life Insurance, 
with the Best Answers to Each. 

Much: interesting and useful information is 
presented in this book for the aid of life in- 
surance agents. It may be procured through 
The Spectator Company, New York, at $4 per 


copy. 


Detroit Life Still Forging Ahead 

The Detroit Life reports October production 
of $1,620,0c0 compared with $862,000 for 
October in 1921, an increase of $758,000, or 87 
per cent—this record of $1,620,000 for the 
month of October in new business written in 
the history of the organization being exceeded 
by only one month. That was in June, when 
the record was $1,808,000 this year, in honor 
O'Brien. 


of the president, M. E. 


R. B. English Is Dead 
Robert B. English, secretary of the group 
division of the Attna Life of Hartford, died on 
Sunday last. He was a son of Joel L. English, 
vice-president of the company, and was thirty- 
eight years old. He was graduated from Yale 
in 1908 and is survived by his wife and a son. 


~ 
cA 


M. G. BULKELEY DEAD 


President of AEtna Life Held Office 
Until End 


WAS PROMINENT IN POLITICS 


One-Time Governor of Connecticut and 
Former United States Senator 

Morgan G. Bulkeley, president of the A£tna 
Life Insurance Company since 1879, died at his 
home in Hartford Monday night. His death 
leaves vacant the chief executive office of one 
of the largest insurance organizations in the 
country, for the Attna Life is affiliated with a 
group of companies transacting practically all 
forms of insurance. 

Mr. Bulkeley began his career in Hartford in 
1846, and his first enterprise there was to or- 
ganize the United States Bank, of which he be- 
came president. He was induced to accept the 
presidency of the A®tna Life upon the retire- 
ment of Thomas O. Enders in 1879, and has 
held that office continually since that time. It 
has been largely due to his executive ability 
that the 7Ztna Life has assumed its present im- 
portant position in the insurance world. 

Mr. Bulkeley has always been keenly inter- 
ested in politics and was Governor of Connec- 
ticut from 1888 to 1891, and a United States 
Senator from 1905 to 1911. He was the domi- 
nant figure in the famous legislative deadlock 
of 1891 in Connecticut. At that time he broke 
his way into the executive offices of the Gov- 
ernor, when denied them by the opposing forces, 
with a crowbar and held them for two years in 
the face of a hostile legislature and official 
family. His only support was a Supreme Court 
decision declaring him de facto Governor. 

Under President Morgan G. Bulkeley’s ad- 
ministration the insurance activities of the 7Ztna 
Life Insurance Company were extended by the 
creating of two affiliated A®tna companies, to 
include practically every form of insurance and 
surety coverage. This expansion, which has 
kept pace with the increasingly complex needs 
of the insuring public, reflects the organizing 
and administrative genius of Ex-Governor 
3ulkeley. When Ex-Governor Bulkeley be- 
came president of the A‘tna Life Insurance 
Company its assets were $25,000,000. At the 
time of his death the assets of the A&tna Life 
and its Affiliated Companies had increased to 
about $220,000,000. 

Mr. Bulkeley was a member of the Society 
of the Cincinnati Sons of the American Revo- 
lution, Society of Foreign Wars, Society of 
Mayflower Descendants, Society of Colonial 
Wars, Society of the War of 1812, of the 
G. A. R., and the Loyal Legion. 

Ex-Governor Bulkeley is survived by his 
wife, who was Miss Fanny Briggs Houghton of 
San Francisco, Cal., his three children, Morgan 
G. Bulkeley, Jr., treasurer of the A®tna Life 
Insurance Company and its Affiliated Compa- 
nies, Mrs. John Avery Ingersoll, and Houghton 
Bulkeley, and by eight grandchildren. 

An excellent portrait of Mr. Bulkeley ap- 
pears as a supplement to this issue of THE 
SPECTATOR. 
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LIFE EXTENSION INSTITUTE, Inc. 


25 West Forty-Fifth Street, 
New York City 


THE PRESIDENT OF CORNELL UNIVERSITY in addressing a 


meeting of The Association of Life Insurance Presidents said: 


“You represent what is potentially one of the greatest educative forces we have in this 


9 
country. 


He was speaking of the work that you can do among your policyholders in preventing the 
600,000 deaths that occur annually if nothing is done to prevent or postpone them. 


THE LIFE EXTENSION INSTITUTE has an organization which is doing this 
preventive work for other companies. They claim that our work has shown them a 200% 
profit, besides returning their investment, in eight years’ time, 
by reducing their death claims. 











N 





| LIFE EXTENSION INSTITUTE 
| 25.WEST 45TH STREET 


How can your company invest its money in any other way to 
Otl{- show such returns? 


How can you do anything that will accomplish so much good? 


How can you do anything for your own policyholders that will 
appeal to them as much as trying to prolong their lives? 


is getting its share of ; ; a 
; : >? 
ko -aalies cones Why not discuss the matter with your officials: 
from the help WE give Bei ea ee ; 
LIFE EXTENSION INSTITUTE, INC. 
to hundreds of em- 


ployees of important in- 
dustrial concerns. Lath : Keg 





IS IT NOT SOUND BUSINESS President. 
POLICY TO SUPPORT THE . 
BROADENING OUT OF SUCH The following Life Insurance Companies are now furnishing 
| WORK? this service to their Policyholders through the Institute: 
| el feel = ge is a ste Metropolitan Life Insurance Co. Inter-Southern Life Insurance Co. 
iano aaa Guardian Life Insurance Co. Midland Mutual Life Insurance Co. 
sdadaisel tat Alan: sxbide: edsaste Fort Worth Life Insurance Co. Southeastern Life Insurance Co. 
doing. Union Central Life Insurance Co. Oregon Life Insurance Co. 


United Life and Accident Insurance Co. 





EW YORK CITY LIFE EXTENSION INSTITUTE, Inc. 
Telephone Bryant 3073 25 West Forty-Fifth Street, New York City 











Telephone Bryant 3073 
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DECISION MAY ESTABLISH 
PRECEDENTS 
Bearings of the Wisconsin Decision 


Some / 
he Fraternal Beneficiary System 


on t 
In connection with the decision of the 
Supreme Court of Wisconsin, in the case of 
ie United Order of Foresters, et al., plaintiffs 
and appellants, versus Andrew Miller, et al., de- 
jendant and respondent, which was summarized 
r some length in Tue Sprcraror, last week, it 
is interesting to consider some of the bearings 
of this decision upon current practice among 
Abb Landis, the 
well-known actuary, believes that this decision 


raternal beneficiary socicties. 


marks an era in the history of fraternal bene- 
fciary societies, and thinks that it will be ac- 
cepted as a precedent by the courts of other 
States. It is very important to the 200 or more 
fraternal societies, which have upwards of Io,- 
90,000 members. 

As a friend of the court, Mr. 
cussed the questions at issue in this case and 
involved in the litigation from the viewpoint of 
judamental principles underlying the fraternal 
beneficiary system. In doing this he was not 
in agreement with either complainants or de- 


Landis dis- 


fendants. 

The latter were contending for the payment 
of the old age benefit. The complainants de- 
nied liability on the ground that the society had 
no power to write endowment insurance, and 
that payment of a benefit to the member him- 
self, when he attained 70 years of age, was an 
endowment. 

Mr. Landis contended that the old age benefit 
was not an endowment but a disability benefit, 
from the fact that payment was deferred until 
the member attained age 70 and that disability 
was assumed at that age, for all practical or legal 
purposes. He also held that since no provision 
had been made for,the payment of the old age 
benefit in the way of required adequate con- 
tributions, it was, in effect, no promise and 
could be abrogated or nullified by the society 
at its will. Both of these contentions were up- 
held by the court. 

The great importance of this decision is in 
the fact that other courts have declared the 
promise of an old age benefit at 70 ultra vires, 
on the ground that they were endowments, the 
writing of which is not permitted under the 
States. The court de- 
cared it a disability benefit on the ground that 
members were assumed to be disabled at age 70. 
The decision is very pertinent at this time be- 
cause of the fact that insurance departments 
have held, with previous court decisions, that 


laws of the several 


r : 1 - 
Promised benefit was an endowment. 


AprocATiIon of Ortp AGE 
Meet ite , - : 

gam, the decision is one of great impor- 
tance in tha 


BENEFITS 


it was held that a society could 


“rogate, rescind and repudiate an old age 





it, where adequate provision had not been 
made for its payment, and where no member 
nad obtained a vested right through the matu- 
Pash this claim before nullification of the prom- 
sed benefit. Mr. Landis states that there are 
many decisions which declare that a fraternal 


SOCiet? a 3 Poh 
ciety cannot abrogate, rescind or nullify or 


benefit. In this decision 
a very clear statement was made distinguish- 


ing those cases from the present case, where 


reduce. a_ substantial 


membership is affected and the 
individual 


the general 
issue does not simply involve an 
member. 

Neither complainants nor defendants raised 
any objection to the classification of the mem- 
behalf of societies not 
Landis raised the 
issue and the court declared the separation of 


bers. However, on 


parties to the litigation, Mr. 


the membership into two classes to be illegal, 
and remanded the case for action in accordance 
with the opinion. ‘ 
Objection to the rerating of members as of 
ages at entry into the society was not made by 
either defendants, but Mr. 
Landis attacked the rerating as discriminatory 
and destructive of mutual co-operation, and the 
court took the unprecedented action of declaring 


complainants or 


the readjustment illegal and ordering a second 
rerating as of attained ages. 

The court’s decision on the segregation of 
funds not only supported Mr. Landis’ conten- 
tion, but indirectly upheld the action of the 
National Fraternal Congress and of the Na- 
tional Convention of Insurance Commissioners 
in their endorsements of what has become known 


as the “Richmond Bill.” 


“Actuarial Studies,’ No. 2 
No. 2 of 


issued by the 


the series of “Actuarial Studies” 
being Actuarial Society of 
America has now been published and may be 
procured through The Company, 
New York. The book covers in a brief way 
the subject of “Construction of Mortality 
Tables from the Records of Insured Lives.” 
The contributors upon this subject are Ray D. 
Percy C. H. Papps, and their 
instruction on compiling 
with 


Spectator 


Murphy and 
discussions include 
the statistics and constructing 
formule, etc. The book contains 72 pages and 
is bound in cloth in uniform style with the 
three volumes of Actuarial Studies 
These deal with the following 


tables, 


other 
already issued. 
subjects : 

No. 1. “Sources and Characteristics of the 
Principal Mortality Tables.” 


No. 4. “Graduation of Mortality and Other 
Tables.” 

No. 5. “Total Permanent Disability Bene- 
fits in Relation to Life Insurance.” 

The price of each volume of “Actuarial 
Studies” is $2. 
Against Licensing Bank Employees as 


Insurance Agents 
Thomas B. Donaldson of 


Pennsylvania has set forth his views on licens- 


Commissioner 


ing bank employees as part-time agents in a 
letter sent to the attorney of a life insurance 
thic 


company. Mr. Donaldson’s attitude on this 
question is contained in the following para- 
graph: 

We believe it is improper, inconsistent, and 





against public poltcy to issue an insurance 
broker or agent license to an official or an em- 
ployee of a banking institution. 


9 








ANNOUNCES COMMITTEES 


Lee J. Dougherty Issues List for 1922 

Lee J. Dougherty, president of the American 
Life Convention, announced last week the names 
of the various committees that will aid him dur- 
ing his term of office. A partial list of the 
committees follows: 


3LANKS 
George Graham, chairman, Central States Life, St. 
Louis, Mo.; Franklin B. Mead, Lincoln National Life, 
Fort Wayne, Ind.; T. W. 


counsel American Life Convention. 


Blackburn, secretary and 


MEMBERSHIP 
W. A. Watts, chairman, Merchants Life, Des Moines, 
Iowa; T. W. Appleby, Ohio National Life, Cincinnati, 
O.; James Fairlie, Mutual Life of Illinois, Springfield, 
Ill.; D. E. Ball, Columbus Mutual, Columbus, O.; 
F. J. Uehling, Commonwealth Life, Omaha, Nebr. 


Next AnNuAL MEETING 
C. L. Ayres, chairman, American Life, Detroit, 
Mich.; G. S. Nollen, Bankers Life Company, Des 
Moines, Ia.; S. B. Bradford, Central Life, Ottawa, 
Ill.: Wm. H. Hunt, Cleveland Life, Cleveland, O.; 
John M. Laird, Connecticut General Life, Hartford, 


Conn. 


Untrrorm Laws 
Frank W. McAllister, chairman, Kansas City Life, 
Kansas City, Mo.; Dan W. Simms, LaFayette Life, 
LaFayette, Ind.; Daniel B. Ninde, Lincoln National 
Life, Fort Wayne, Ind.; J. C. Cameron, Great South- 
ern Life, Houston, Tex.; David Kay, Jr., Mutual 
Benefit Life, Newark, N. J. 


DEPARTMENTAL SUPERVISION 
O. J. Arnold, chairman, Illinois Life, Chicago, IIL; 
E. W. Randall, Minnesota Mutual Life, St. Paul, 
Minn.; G. W. Steinman, Midland Mutual Life, Co- 
lumbus, O.; Henry Abels, Franklin Life, Springfield, 
Ill.; J. H. McNamara, North American Life, Chi- 


cago, II. 


MEDICAL EXAMINATIONS 

chairman, Farmers National 
Life, Chicago, Ill.; Dr. H. E. Sharrer, Northern States 
Life, Hammond, Ind.; Dr. G. FE. Decker, Register Life, 
Davenport, Ia.; E. O. Burget, Peoples Life, Frankfort, 
Ind.; Dr. S. DeZell Hawley, Atlas Life, Tulsa, Okla. 


Dr. S. C. Stanton, 


AGENTS AND AGENCIES 
Emmet C. May, chairman, Peoria Life, Peoria, IIl.; 
W. A. Lindly, Security Mutual Life, Lincoln, Nebr.; 
B. R. Nueske, Old Colony Life, Chicago, Ill.; A. R. 
Wilson, Amicable Life, Waco, Tex.; E. C. Milair, 
George Washington Life, Charleston, W. Va. 


GRIEVANCES 
Rupert F. Fry, chairman, Old Line Life, Milwau- 
kee, Wis.; Francis L. Brown, Rockford Life, Rock- 
ford, Tll.; John W. Dragoo, Western Reserve Life, 
Muncie. Ind.: W. H. Eastman, Kansas Life, Topeka, 
Kans.: E. L. Shinnick, Midland Insurance Company, 


St. Paul, Minn. 


MISCELLANEOUS SUBJECTS 
Dr. Carl G. Winter, chairman, Public Savings Life, 
Ind.; E. E. Sallee, Bank Savings Life, 
Assurance 
Mutual 
National 


Indianapolis, 
Topeka, Kans.; E. G. Timme, Continental 
Company, Chicago, IIl.; Gilbert Knudtson, 
Trust Life, Chicago, Ill.;: Louis A. 
American Life, Burlington, Ia. 


Koch, 


CREDENTIALS 
Tohn A. Sullivan, chairman, Great 
Chicago, Ill.; J. H. Thach, Home Life and Ac 
Fordyce, Ark.; Julius M. Gass, Marquette Life, Spring- 
field, Ill.; James L. Mistrot, Union Life, 
Waco, Tex.: H. M. Hargrove, San 
Beaumont, Tex. 


Life, 


dent, 


Northern 





Southern 


Jacinto Life, 


SPECIAL COMMITTEES 
TAXATION 


chairman, Volunteer States Life, Chat- 


Ai. Es Rev: 
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va, Tean.; T. W. Vardell, Southwestern Life, 
ge A, L. Hart, Des Moines Life and An- 
Des Moines, Ia.; Frank P. Manly, Indianapolis 
Indianapolis, Ind.; M. E. O’Brien, Detroit Life, 






Detroit, Mich. 


Unper AveERAGE LIVEs 

Charles H. Beckett, chairman, State Life, Indian- 
tig Ind.; Dr. H. A. Baker, Kansas City Life, Kan- 
pa Mo.; Lawrence M. Cathles, Southland Life, 
Se te Dr. Henry Wireman Cook, Northwest- 
Be National, Minneapolis, Minn.; George Graham, 
Sd States Life, St. Louis, Mo.; Isaac Miller 
ol Federal Life, Chicago, Ill. ; Thomas A. 
phillips, Minnesota Mutual Life, St. Paul, Minn. 

AMERICAN SERVICE Bureau 

Chas. W. Helser, chairman, West Coast Life, San 
Francisco, Cal.; T. W. Appleby, Ohio National Life, 
Cincinnati, O.; Chas. W. Gold, Jefferson Standard 
Life, Greensboro, N. C.; Emmet C. May, Peoria Life, 
Seat Ill.; Massey Wilson, International Life, St. 
Louis, Mo.; Dr. Carl G. Winter, Public Savings Life, 


Indianapolis, Ind. 


Ralph C. Lowes Joins Lincoln Life Forces 

The Illinois State agency has been strength- 
ened by Ralph C. Lowes, Jr., who has resigned 
his oficer’s commission in the United States 
Navy to go into the office with his father, who 
is Illinois State manager for the Lincoln Life. 

Mr, Lowes has made a notable record in 
studentship and sports since he entered Annap- 
olis in 1916. He was captain of the navy 
hasket ball team in 1918-19, and during the three 
years he has been at sea he has captained the 
team that has won the U. S. Atlantic fleet basket 


hall championship. 


“A Legacy for You”’ 

There is a charm about the word “legacy” 
that attracts attention when the word “insur- 
ance” will not. 

Our leaflet, “A Legacy for You,” shows how 
life insurance makes a legacy possible to man 
and woman. This leaflet has written many thou- 
sands of dollars of insurance. Let it write some 
for you. . 

Send to-day to The Spectator Company for 
a copy. 








Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencies 








LIFE AGENCY OFFICERS 


Interesting Topics to Be 


Discussed 


Many 


A. 0. ELIASON ON PROGRAM 


Growth of Organization Steady Since Its 
Beginning in 1916 

An interesting program has been arranged 
for the sixth annual meeting of the Associa- 
tion of Life Agency Officers at the Hotel Drake, 
Chicago, November 10 and 11. Papers to be 
presented include: “Field Co-operation,” A. O. 
Eliason, president, National Association of Life 
Underwriters; “Promoting Sales Through 
Studying Men and Markets,’ Oliver Thurman, 
chairman executive committee, Life Insurance 
Sales Research Bureau, and John M. Holcombe, 
Jr., business manager, Life Insurance Sales 
Research Business,” 
Percy C. H. Papps, Mutual 
Benefit; “Figuring Costs in Selecting Agents,” 
Dr. E. G. Simmons; “The Future of American 
Business and Its [Effect on Life Insurance,” Dr. 
William ex-secretary, First Na- 
tional Bank and Trust Co., Chicago; 
“Closing Words,” A. Foster, Royal 
Union Mutual. 

The above-named active and useful organiza- 


Bureau; “Persistency of 
mathematician, 


Lichenstein, 
First 
Sidney 


tion was the outgrowth of a sales congress held 
at Detroit in July, 1916, which was attended 
by the agency executives of a number. of life 
insurance companies. 

The suggestion was advanced that it would 
be a good idea for the agency officers of the 
life insurance companies to form an associa- 
tion of their own, somewhat similar to the 
Actuarial Society of America and the Associa- 
tion of Life Insurance Medical Directors. 

This led to a conference which was held at 
that time, and after preliminary discussion the 
offering of the following resolution by Tsaac 
Miller Hamilton of the Federal Life: 

“Resolved, that it is the sense of this meet- 
ing that the formation of an organization be 
recommended of which the agency officers of 
all legal reserve companies be invited to be- 
come members: that Mr. Taylor of the Equi- 
table, Mr. Stadden of the Franklin, and Mr. 
the Phoenix Mutual be appointed 


a committee of three to consider and suggest 


Russell of 


the basis and scope of organization, and that a 
meeting be called at such time and place as the 
committee may determine.” 

Pursuant to this action, an invitation was 
extended to the different companies to join such 
an association, and an organization meeting was 
held in Chicago on October 16, 1916, where it 
was announced that seventy companies had 
signified their desire to co-operate in the forma- 


tion of such an organization. Mr. Hamilton 


was chosen chairman of the meeting. After 
considerable discussion the association was 


formed and by-laws were adopted. 

The membership of the original executive 
committee was as follows: Winslow Russell, 
Phoenix Mutual Life, Hartford, chairman; 
H. E. Aldrich, Equitable Life of Iowa, Des 
Moines; Glover S. Hastings, New England 
Mutual Life, Boston; George H. Hunt, Im- 
perial Life of Canada, Toronto; George B. 
Stadden, Franklin Life, Springfield, Ill.; W. E. 
Taylor, Equitable Life Assurance Society, New 
York; J. B. Reynolds, Kansas City Life, Kan- 
sas City; Isaac Miller Hamilton, Federal Life, 
Chicago, secretary-treasurer. 

Since the organization of the association there 
have been five regular annual meetings held, 
which, with the exception of the first meeting, 
have all been held in Chicago. The second an- 
nual meeting was in session when the armistice 
was announced on November 11, 1918, and 
largely because of sentimental reasons the sub- 
sequent meetings of the association have been 
held at that time. 

The purpose and scope of the association are 
expressed in Article II of the by-laws, which 
reads as follows: 

“The object of this association shall be the 
consideration and interchange of opinion upon 
mattees pertaining to the betterment of the sell- 
ing department of life insurance, through the 
improvement in the quality of men who enter 
the business, through the elimination of those 
who bring discredit to it, and through a study 
of methods of the selection and training of life 
insurance salesmen.” 

The membership of the association has now 
reached 130. Its officers are as follows: Chair- 
man W. E. Taylor, New York city; ‘Vice- 
Chairman E. D.:Field, Montpelier, Vt.; Secre- 
tary-Treasurer Albert G. Borden, New York 


city. 





rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 


an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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ACTUAL MARKET VALUES USED FOR ALL SECURITIES INSURANCE GENERAL CASUALTY 
Organized 1855 January 1, 1922 “ and SURETY INSURANCE 
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OF NEWARK Health, Accident, Plate Glass, Res- 
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Executive committee: Chairman, vice-chair- 
man and the following: A. Gordon Ramsay, 
Toronto, ‘Can. ; Dr. E. G. Simmons, New Or- 
rans, La.; T. L. Hansen, New York city; C. G. 
Taylor, Jr., Richmond, Va.; H. B. Gunter, 
Greensboro, N. C. ; L. Seton Lindsay, New York 
city; James W. Simpson, Montreal, Can. 

The Association of Life Agency Officers has 
proved itself to be a factor in the life insurance 
iusiness and its activities and the support of 
its members have aided much in improving the 
geld work of the companies. The exchange of 
ideas and the constant endeavors of members 
to raise the level of character and efficiency 
among field workers have been productive of 
much good in the business. 





SURVEYS 








NEW YORK SURVEYS 


Rating Managers and Secretaries.—This 
august body held a meeting on the 2d inst. and 
considered several propositions which forced 
their way up for attention. One of the beautiful 
things about harmonizing the business of insur- 
ance and unifermizing it is that you no sooner 
get it done than someone else wants to get the 
harmonizing and uniformizing done in some 
other way. It is like water—if you press it 
down in one place, it bulges up in another. It 
would seem in all reasonableness that the Coun- 
cil will have the work of reharmonizing and re- 
uniformizing to do as long as they shall last 
and will leave something for their successors 
to do. 

New Sprinkler Equipments.—[ight new 
sprinkler equipments have gone into commission 
and their grading is as fol- 
one 50 per cent; one 
one gO per cent; 
There is 


in this territory, 
lows: One 20 per cent: 
55 per cent; two &5 per cent; 
one 95 per cent; one roo per cent. 
not an extensive amount of new sprinkler work 
in sight, but about seven plants being reported 
for the month of October. The new department 
store of Saks on Broadway will call for very 
high-grade equipment; likewise the extension 
to the Macy store. 

Mutual Sprinkler Group.—It is interesting 
to note that this group of companies has reached 
the point where at least those most active in 
this territory are averaging dividends of 95 per 
cent; but this is not the whole story, because 

leakage, tornado and 
It will take a very low 


this includes sprinkler 
Windstorm insurance. 





rate for the stock companies to reach that kind 
of competition. 

The Non-Signers.—The 
velopment of the case of the companies who do 
not care to sign the agreement for the present 
at least is apparently shaping itself up about as 
follows: Assuming that they continue to re- 
frain from signing, the question will develop 
sooner or later just how long they will be fur- 
nished with the rate service. Should there be a 
ruling that this must stop at a certain time un- 
less they sign, they probably will seek methods 
to compel service to be furnished them while 
the general proposition as to the limitation of 
agents and commissions is being tested out in 
the courts. This action may serve to delay 
some matters. The strong probabilities are 
that it will not be permanent and, assuming an 
adverse court decision to the points raised by 
the parties, it will only result in the State hav- 
ing a little firmer grip on the business of insur- 
ance. Might it not be well to settle the matter 
without allowing that to come to pass? 

The Insurance Society.—The chief activity 
of the Insurance Society now is the enrollment 
There ought 


prospective de- 


of students for the coming courses. 
to be for each of the five courses 100 students 
enrolled, that being the capacity of the room 
where the lectures are held. Some limitation 
would have to be placed on the number that 
can attend from a single office, and if an un- 
duly large number offer to enlist from one office, 
probably the office would be requested to desig- 
nate those whom they thought most worthy of 
the extra lunch period granted by the office, in 
order that they may attend the lectures. 
Favor Qualification Law 

Satt Lake City, Utan, November 8.— 
Sentiment for the insurance agent’s qualifica- 
tion law seems to be growing. The fire men 
are particularly in favor of the proposed meas- 
ure as it is likely, if passed, to do much toward 
eliminating in the country districts what the 
Ienelish agents term “the own case” evil. It 
seems probable that nothing more than a ques- 
tionnaire will be attempted such as is in force 
in Idaho, Colorado and elsewhere. State In- 
surance Commissioner Walker is taking a lead- 
ing part in the movement. 


The Spectator Is Indispensable 
“Kindly enter my _ subscription to THE 
Spectator, which I regard as indispensable in 
my work. Also send me a complete catalogue 


of your life publications."—Dzwight P. Brown. 


MERGER APPROVED 


Columbian and Columbian National to 
Consolidate 


J. J. KERRY TO BE PRESIDENT 


Move Has Been Endorsed by Commissioner 
McMurray 

INDIANAPOLIS, IND., November 6.—Thomas 
S. McMurray, Jr., State Insurance Commis- 
sioner, has authorized a merger of the Co- 
lumbian Insurance Company, of Indianapolis, 
with the Columbian National Fire Insurance 
Company, of Lansing, Mich. 

E. T. Lyons, manager of the Indianapolis 
company’s underwriting department, is to be 
manager of the consolidated corporation’s de- 
partment which, it is expected, may be brought 
to Indianapolis soon, at least temporarily. 
Directors of the two companies will sit together 
now as one board, it is announced. 

M. F. Gartland, Indianapolis, is president of 
the Indianapolis company. T. A. Lawler, 
Lansing, has resigned from the presidency of 
the Lansing eompany, and James J. Kerry, 
Lansing, vice-president of that company, will 
be president of the consolidated organization. 

Mr. McMurray said the capital of the new 
company will be approximately $650,000 and the 
surplus about $384,000. 


Insurance Issue in Ohio 

CLEVELAND, O., November 4.—Among other 
things that Vic Donahey, Democratic candidate 
for governor, promises to do if elected, as in- 
dicated by a speech he made in this city Thurs- 
day evening, is “to uphold the workmens com- 
pensation. law and not permit liability com- 
panies to compete with the State in writing 
compensation insurance.” 


National Beard Regulations 

The National Board of Fire Underwriters 
now issues twenty-nine sets of regulations, con- 
cerning the installation of many different kinds 
of hazardous and protective devices. Among 
those recently issued are those relating to first- 
aid fire appliances, appliances inspected for acci- 
dent hazards, inspected automotive appliances 
and steam fire pumps. 





—The official call has been issued for the eighteenth 
convention of the National Rivers and Harbors Con- 
gress, which is to be held in Washington, D. C., on 
Wednesday and Thursday, December 6 and 7. This 
will be the second convention of the Congress in 1922. 








FIRE AND ALLIED LINES 
REINSURANCE ONLY 


INTER- OCEAN REINSURANCE COMPANY 


SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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NEW EDITION, 1922 


Inheritance Taxation 


A Talking Proposition 
for Life Insurance 


The third edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax Law, 
State and Federal, under six topics as follows: 

1. The nature of the tax and the constitutional 
principles that limit and control its imposition. 

2. The different transfers taxable, viz., by will, 
interstate law, gift in contemplation of death, 
life insurance, etc. 

The parties and their interests, residence of the 
decedent, relationship of the beneficiaries, ex- 
emptions, life estates, remainders, mortuary ta- 
bles and calculations of the value of life interests. 
The property transferred and the problems aris- 
ing out of its situs and valuation. 

Procedure, necessarily confined to the New York 
practice, though it is largely followed in other 
States, and authorities from these States are 
cited where applicable. 

General resume of the statutes and an extended 
discussion of the provisions of the Federal and 
New York acts. : 

There was quite a wide sale of earlier editions of this book 
among insurance men. 

— _ ——_ — a S eaiiemell — eee a aE —=——5 

The new edition is a modern, complete and exhaustive 
treatise on the problems arising from graded inheritance tax- 
ation rates, non-resident estates and conflicting jurisdictions, 
with the statutes of the several States and the new Federal 
Act and Regulations. 


Life Insurance and Inheritance Taxation 

Insurance of the inheritance tax provides a means for paying 
the tax due on any estate without sacrificing any part of the 
estate by a forced sale in an.unfavorable market. To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. 

Therefore Life Insurance and Inheritance Taxation is prov- 
ing a very vital question with Insurance Agents, and this new 
edition of Gleason & Otis on Inheritance Taxation ought to 
have a large sale in the insurance field. 

The Federal statutes of 1919 taxes insurance policies aggre- 
gating more than $40,000 as part of the estate although payable 
direct to a beneficiary. Under new law life insurance policies of 
of non-resident decedent are not taxed. 

The increase of inheritance taxation, both State and Federal, 
makes it advisable to create a sinking fund through life insur- 
ance for the payment of such taxes in order to preserve intact 
the securities of an estate. wend 

Every estate of over $50,000 must pay a Federal tax and every 
estate must pay a tax in the State of domicile, in almost every 
State. 

Changes Since Previous Edition 

New Federal Act in effect November, 1921. 

New Federal Regulations as to Procedure, approved July, 
1922. 

New statutes, 1921 and 1922, in eleven States. 

Rates increased, 1921 and 1922, in ten States. 

Statutes amended in other States. 

The special chapter on life insurance, page 000 of the new 
edition, reviews the authorities in the several States on the 
subject of life insurance as related to Inheritance Taxation. 


One Volume, 1224 pages, bound in Buckram 
Price per copy, $15.00 
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North British «« Mercantile | 
Insurance Company | 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 











SUCCESS IN LIFE INSURANCE 


noe to the Agent armed with perseverance and equipped with low rate, profit bearing, protect 
policies. Hyp 
_ The Great-West\Life is the most successful Insurance Company in Canada simply because its elle 
cient and economical management, high interest earnings and low death rate enable it to offer a 
and attractive policies wherewith to equip its Agents. 

We have attractive agency propositions in various territories. If interested write— 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
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The Farmers & Bankers Life 
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Soliciting Ordinary 


By WILtLIA 


SSUME that you have fully made up your 

mind to make a success of the life in- 

surance business; that you have plenty 
of ambition, self-will and determination, and 
at if you fail it will not be for the lack of 
energy; that you have received your instruc- 
tons. You have familiarized yourself as thor- 
oughly as possible with the various kinds of 
policies you are to sell, you have studied your 
manual and rates, and have gotten all the in- 
formation you can about your company. 

After you have gone over this until you feel 
confident of your ability to talk in a convincing 
manner about your company, you should turn 
your attention to your personal appearance, 
which has very much to do with your success. 
Your apparel need not be expensive, but it 
should be clean and neat. Your hat and clothes 
should be brushed, your face shaved and 
shoes polished. Your linen, especially your 
collar and cuffs should be scrupulously clean. 
You must constantly keep in mind that you want 
to make a good impression, because after you 
have done that your battle is half won. 

Having planned out your work and selected a 
mumber of prospects to call on, suppose that 
you are on your way to see your first prospect. 
Itis pretty safe to say that you are wondering 
how you are going to be received, not only 
by the first prospect, but by many other pros- 
pects during the day. This depends in a large 
degree on how you choose to be received, be- 
cause it rests entirely with you. 

Upon approaching your prospect’s place of 
business, hold up your head and step off as if 
you were fully conscious of part ownership 
of the earth. Wear a pleasant smile. After 
gaining admittance to your prospect's office, ad- 
dress the prospect with a kindly “Good morn- 
ing.” After considerable experience you will 
motice that during the conversation which fol- 
ows your first greeting, the prospect is look- 
ing directly and intently at you. No matter 
What you may he saying, his eyes are fixed 
upon you. This is a most natural thing for the 
Prospect to do, and to use a homely expression, 
is taking your measure.” In the first few 
minutes you remain in his sight, you will have 
made your first impression. If your self-re- 
pect is apparent, your manner that of a gentle- 
man and you smile pleasantly without smirk- 
ng, the impression will he a good one and the 
wiaces are excellent that he will listen to all 
jc have to say and will treat you as any man 
*rves to be treated who has acted in this 
miner. You can generally tell from the ex- 
Mssion of the face what kind of an impres- 


M MEADOR 


sion you are making—and there is nothing so 
important as this first impression. Give it care- 
ful study until you acquire the ability to make 
You should 
make every possible effort to appear at ease. 
Do not be in a special hurry to talk business. 
It is true you came to get that application, but 
there are more ways than one to land the signa- 


good impressions all the time. 


ture and you are trying to make your first im- 
pression a good one. 

Do not spend too much time in preliminary 
remarks. Remember you are to lose as little 
time as possible in getting down to business. 
As a rule you should commence by explaining 
that you believe it is true that every man with 
any responsibilities should carry life insurance. 
In those cases where the prospect is a man of 
family, and he has no insurance, he is commit- 
ting what is tantamount to a crime in neglecting 
so vastly important a duty as this. Your pros- 
pect will say that “I can’t afford it.’ You can 
reason with him and see if the man who claims 
he can't afford to carry life insurance can make 
for himself or not. You are not 
going to inquire into the prospect’s private 
you will not busy yourself with his in- 
come. What you will do will be to state just 
what a certain amount of insurance would cost 
per day and then see if he will admit he can 


out a case 


affairs ; 


afford the outlay. 

Supposing that your prospect is enjoying good 
health and that, he is thirty years of age, and 
that he is satisfied to insure his life for $5000 
—the face value of the policy being payable at 
Such a contract would cost your pros- 
If your 


death. 
pect about twenty-five cents per day. 
prospect were a little older, say about forty 
years of age, his $5000 policy would cost him 
ahout thirty-five cents per day and, of course, 
the longer he delays purchasing insurance the 
higher the rate he will have to pay. 

Perhaps the prospect will have this objection: 
“The policy you are talking about is one of the 
“vou-have-got-to-die-win kind.” If he advances 
that argument it is simply a confession of igno- 
rance, and vou should explain to him that all 
policies carry cash surrender or loan value. 
And if in after years he did not wish to con- 
tinue the policy, he would not have to “die to 
win.” He could turn the contract into the 
company for cash; and a life insurance policy 
provides credit, education, pension, funds for 
all conditions, but above all it provides against 
the loss that will be caused by death. 

In all probability it will not be necessary to 
enter into an exhaustive study of rate tables, 
paid-up values, etc.; in fact, it would prob- 
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ably be confusing to the prospect to do so. 
What you should do, however, is to impress 
upon your prospect the fact that life insurance 
has become a necessity; that it is a great deal 
cheaper than many people imagine; and that 
while almost everything has risen in price, life 
insurance rates remain as they have been for 
some years. 

Some knowledge of psychology is almost 
essential if you are going to be at the top. For 
instance, it is not always expedient to show a 
man who carries no insurance that he is derelict 
in his duty. In many cases it would be much 
better to appeal to his business sense and judg- 
ment than to put the proposition up to him on 
the ground of duty. That is where psychology 
comes in. Study your man. Size him up care- 
fully. Don’t go in blind, but take a little time 
to decide as to what would be the best method 
of approach, and if you study some popular 
volume on psychology, you will be able to handle 
your prospect more intelligently than would 
otherwise be the case. 

There is always a peculiarly happy feeling of 
exultation in securing an application, and the 
harder you work for it, the better you will feel 
when you get it. After you have finished writ- 
ing the application and given a receipt for the 
premium, thank your prospect for the patient 
hearing that he has accorded you. If he is a 
broad-gauged business man of pleasing per- 
sonality who is likely to have many friends 
and a large acquaintance, and you are reason- 
ably certain that he is not only satisfied but 
well pleased with the plan of insurance that you 
have sold him, ask that he give you the names 
and addresses of three or four of his acquaint- 
ances whom you may call on. Do not spend a 
minute longer with your prospect, after you 
have closed the application, than it takes to 
make your adieu. Remember that you are a 
business man, and when you once get the ap- 
plication, your business is done with that pros- 
pect for the day. The sooner you go the bet- 
ter: do not forget this. In leaving be sure to 
thank your prospect for the application and 
always try to leave a good impression. 

When you have secured the application it is 
not necessary that you quit work for the bal- 
ance of the day or go to the office. Call on 
your next prospect and do not miss any pros- 
pects that you have planned to call on for that 
day. After you have gained admittance to the 
office of your next prospect, and you find that 
he is cross and out of humor, you should do 
everything that you possibly can to get him 
into a good humor before you begin to talk 
business. Have a few good wholesome and de- 
lightful stories, but do not make them long 


(Cantinued on page 16) 
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Health, Happiness and Life 


By Lapp PLUMLEY 


“We people, we famish on boiled weeds! By 
thousands and thousands we die,” groaned a 
gaunt and starving peasant to the Marquis of 
his district, who was his overlord. 

The Marquis glanced contemptuously toward 
the wretch, as one would glance at a foolish, 
complaining child. Then he sneered to a com- 
panion, another aristocrat of the period in 
France which ended with the beheading of 
Louis XVI. “‘Assuredly they die by the thou- 
sands and thousands! And why not? Tell me 
that. What are they who die thus? Bah!” 

Reading the daily papers, and the headlines 
of the crimes, the accounts of new strikes, 
trouble between man and man, which seems to 
be everywhere, you might suppose things were 
at their very worst. But quite contrary to this, 
things are at their very best; that is looking 
back at man’s age on the planet and thinking 
of the present as the swinging of the pendulum 
which pulses a half-second of the clock of the 
world's history. 

The crimes of the aristocrats which led up 
to the French revolution were exceptional and 
brought about by exceptional causes. But in 
England, long later, women and little girls toiled 
in the mines, and it was not until rather late in 


Soliciting Ordinary 
(Continued from page 15) 
and tiresome. A hearty laugh will put you 
both at ease and improve his feelings and make 
it a lot easier for you. If the story does not 
work, try some complimentary remark about 
himself or his business. Avoid direct flattery. 
It is gross and vulgar, and may cause you to 
lose the sale. 

Never speak ill of 
Never talk hard times or carry bad news. Never 
under any circumstances run down other com- 
panies. Do not enter into an argument. Your 
prospect’s religious or political views are of 
no earthly concern to you. Assume an inter- 
est in what you know interests him. 

The study of human nature can be so devel- 
oped that a man can glance at his prospect and 
size him up instantly. He can soon learn what 
the prospect’s hobby is and get close to his 
heart through his hobby. 

Never under any provocation lose your 
temper, and you will habitually cultivate a 
good-natured disposition. There are some few 
people who, for some reason hard to explain, 
consider it a sign of superiority to be rude and 
disagreeable to anyone who chooses to address 
them on the subject of life insurance. Fortu- 
nately this class is very small, but you will meet 
with some; and when you do, you will find 
that you can leave their presence with abso- 
lutely unruffled feelings if you will retain your 
politeness and good-nature regardless of any- 
thing they may say. 

Do not be in a hurry and do not waste any 
time. Call on one prospect after another, and 
keep this up, day by day, and your success is 
absolutely certain. 


anyone or anything. 


the last century that any considerable scientific 


attempt was made to lower the death rate 
among industrial workers and among their 


children. 
of sanitation and for the prevention of disease 
were in their real infancy. It is only a little 
over a hundred years since Jenner made his 
discovery of preventing smallpox by vaccina- 
tion. And way into the middle of the nineteenth 
century little use was made of this preventive. 
Smallpox would come into a village, and per- 
haps a tenth of the weaker would die of the 
scourge. 

Along about a hundred years ago, or a little 
longer, companies were formed to insure human 
lives. But clergymen and others believed that 
the thing was in direct opposition to teachings 
of the great Master of life and death. He it 
was who should prevent, if he felt so disposed, 
sickness; and he it was who in his mysterious 
providence gave the Ancient Scythe Bearer the 
nod for his grim cutting. To gamble against 
the sacred mandate! Even in America, and 
after the middle of the last century, there were 
many who held that insuring human lives was 
throwing an indecent challenge to the Awarder 
of man’s fate. 


This was partially because methods 


WEALTH AND DISEASE AND DEATH 
It is the magic 


men in 


Wealth is a wonderful thing. 
wand which rears palaces; 
luxury, as if on a magic carpet, to the ends 
of the earth; fills palaces with books and works 
of art and with everything which mankind has 
always desired. But wealth without health is 
mockery, and life against death is the supreme 
measure of human values. 

“T am sick unto death,” said an Eastern mon- 
arch to his physician and man of wisdom. “My 
storehouses are filled with silver, with gold, 
with pearls, with rubies. One-half of all my 
treasure will I give for a guarantee of two 


carries 


years more of life!” 

“Look ye, Prince,” said the wise man, “there 
are many things which silver and gold and 
jewels cannot purchase. One is love. Another 
is life. Not one moment of life can be pur- 
chased with all the wealth of the world since 
the world began, heaped in one vast mound.” 

How little that wise man knew! Not only 
are we told by those who know what they are 
speaking that wealth can purchase moments 
of life, but that wealth has purchased in the 
ageregate, and during even the last ten years, 
so many thousands of years of life for man 
that no mathematician could ever give a fair 
estimate. And money is becoming more and 
more powerful in buying additional years of 
life for mankind. 

There was a time when many men not only 
looked on life insurance as sacrilegious, but 
gazed into the future with apprehension at the 
vast and increasing accumulations of life in- 
surance companies. The writer remembers 
hearing a man of learning say, “If things go 
on as they are going to-day, fifty years from 
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now the life insurance companies Will hay 
most of the wealth of this country!” ; 

We smile now, as we listen io wah quoted 
trash. _For we know that hoarding wealth , 
impossible. Tle who gathers it is like the litte 
of water in the open hand. Wealth oes from 
the gatherer, and he has but bits of paper, “< 
dences of the indebtedness of others—or, i 
may be, bits of paper which represent the work. 
ing power of capital. And as to the life com. 
panies, their gathering is like that of Joseph 
and when the seven lean years come all are the 
better for the But conserra. 
tion is only a part. Most of what is not ds. 
tributed or conserved can only be employe 
for beneficent purposes. 

We have passed way beyond the times whey 
men fear that life insurance companies yj 
We hare 
passed into a time when those with eyes my 
know what a giant for beneficence life jnsy. 
ance really is 


conservation. 


corner the money of the country. 


ANp Tuey Se tt It 

The name is significant—life insurance, rather 
life assurance. For payment of death clatns 
is but a part of the activities of the mokn 
life insurance company. Consider the greg 
industrial companies! Time was when the af. 
vertisements of life companies read something 
like this—‘Prepare Death! The heavy 
coffin goes out of every house. How woul! 
your wife and children be placed if to-day i 
went out of your house?” 

Here is the summing up of a to-day’s ate: 
tisement of one of the big industrials in: 
monthly magazine—a two-page advertisemet 
Life is talked about instead of death. Con- 
parison of death rates, ten years ago and nov, 
shows that if the death rate then had prevail, 
there would have been half a hundred tho 
the policyholders «i 


for 


sand more deaths among 
this company than there were in 1921. (t 
company only had over fifty thousand ls 
deaths among its policyholders, because huma 
life has become so much more sacred and ttt 
tain. 

Then this advertisement gives up one-quartt 
of its space in making clear that wealth in: 
nation is nothing but a measure of huma 
activity and life. Crusoe’s Island, had it all te 
wealth of all the Indies, would not have beet 
for Crusoe a more desirable place of bani 
ment. 

Of the many ; 
twenty years or so have done so much i 
fichting off that relentless rider of the Whit 
Steed, life insurance has done its  shatt-l 
deed, more than its share. These vast accuml: 
lations of wealth, feared by the unthinking! 
a generation ago, are becoming one of t 
sreatest instruments for prolonging humat ite 
And, as a matter of fact, all the health org 
izations, physicians, nurses—every potency . 
prolonging life—can have little effect as bes 
the efforts of the individual. Anybody ca 
take his or her own life, simply by paying ® 
attention to hygiene and methods for healt 
The life insurance company of the health # 
vertisement distributes millions and ilies 


agencies which in the ps 
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of pages of literature vearly, telling folks how 


io keep well and to live long. This one agency 


- having a vast effect in causing folks to take 
a of themselves. There are other vastly 
: fcent activities of this company, and of 


hor 
ene ‘ ‘. 
ther industrial companies. Oh, yes, they 


the 0 ; 
gil life assurance, all right! 

One writer on economics, a generation ago, 
calculated that a man in middle life was worth 
i his community something like fifteen hun- 


ied dollars. But slaves were sold before our 





Civil War for as much as two thousand. To- 
day the value of a man, or the prospective value 
of a man-child, and much the same thing is 
re of a woman and of a female child, is prob- 
ably at least three times what it was when this 
estimate of fifteen hundred was made. And 
ng that only one-half of the lives saved 


suppos! ae : 
ar by the life insurance company of 


in one ye 
the advertisement had a money value, we have 
a rough estimate of something like two hun- 
{red and twenty-five million dollars as the value 
of human life saved in one year in this one 
company, because of the increased healthfulness 
of the community, and because of the efforts 
{this company for the health of its policy- 
holders. . 
Industrial agents, you are individual por- 
tions of one of the most beneficent mechanisms 
for increasing human health, happiness and life 
the intellect of man has yet discovered. 
Facts, Not Fancies 
Let’s stop talking about “conditions of busi- 
ness” and get down to facts. 
Wheat is worth fifteen cents a bushel more 


than it was a month or two ago. Corn brings 
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the farmer twice as much as last year. Cot- 
ton is selling at the highest price of the year— 
over twenty-three cents—and it looks like an- 
other year of big returns for the South. 

Building is booming. Building trades, build- 
ing material, electrical goods, plumbing goods 
and heating supplies are lines that are directly 
benefited, 

Mail order houses, retail stores and whole- 
salers all report—with a very few exceptions— 
materially increased sales. 

What does all of this mean—just one thing, 
money. And it means money in circulation. 

This money is going to be spent for some- 
thing, It’s up to you to get your share. You 
ae selling insurance protection and will have 
to compete with salesmen who are selling neces- 
‘ities and luxuries. Your share in this money 
is absolutely going to depend on your selling 
ability, 
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Don't fool yourself—we have turned the 
corner. What you have to do is to expose your- 
elf to your prospects and show your goods 
with enthusiasm in order to get yours. 

Throw the “blue devils” out. Put on a 
‘mile and make these next two months your 
‘banner months."—The Lifeman. 
~The Crescent Life Insurance Company has pur- 
Chased the Joe Rink residence at Meridian and Twen- 
one Streets, Indianapolis, and will occupy the 
og Seem. The property faces 200 feet on 
rg reet and 180 feet on Twenty-second. The 
“ose is a three-story structure and is close to the 


'ost fashionable residence part of the city. 
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Turning Lapses Into Assets 


by Et. L. 


One cold and rainy night in March one of my 
assistants and I stood on the front porch of a 
residence in the heart of the industrial section 
of Canton. 
swered by a young girl of seventeen, who rec- 


Our knock on the door was an- 


ognized the assistant, and immediately called 
father : 
ance men here to see you.” 


to her “Papa, there are two insur- 

“Tell them I’ve dropped that insurance and 
don’t want to see them,” called out the father. 

Then I spoke. 

“Mr. Schwartz,” I said, “we've come a long 
way through a drizzling rain to see you to- 
night, and we want to talk to you just a few 
minutes. 
if you decided you don’t want to carry your 


After you hear what we have to say, 


insurance, there will be no hard feelings, but 
we felt it our duty to explain to you certain 
matters before permitting your policies to be 
canceled.” 

Mr. Schwartz came into the hall to greet us 
and we shook his hand warmly. 

“Could we step into the parlor, Mr. 
Schwartz?” I said, and he immediately led the 
way, lit the light and bade us be seated. 

I arranged matters so that I 
just at the left of our host, handy to a table, 
and I drew my chair up to the table and in- 
vited Mr. Schwartz to do likewise. Using a 
pad and pencil, and with the agent’s collection 


was sitting 


book open before us, I indicated two columns; 
one I labeled “Deposits” and the other “Credits.” 

In the column under “Deposits” I listed the 
premium under each of the thirteen policies in 
force in the Schwartz home and under the head- 
ing “Credits” I listed the total amount of in- 
surance under each policy. Totaling, I 
hibited to Mr. Schwartz that the total amount 
of insurance in force was $3108 and the total 
I roughly estimated the 


exX- 


premium only $2.44. 
amount of money he had paid to our company 
and I asked him if he wouldn’t think a long 
time before he would pay $700 towards a home 
and then let it go by default. 

As it happens in many cases, this head of 
the house knew in a vague way that so much 
of his money was going for life insurance, but 
he had no idea as to the value of the protec- 
tion which he owned, the kinds of policies or 
anything else. The agent who was charged 
with the business to call at the Schwartz home 
to collect, was informed by the wife that “My 
husband and I have decided not to pay any 
more,” and then, coming to the office, he put 
the business on a lapse sheet, and was going 
to let it go at that. 

It is hardly necessary for me to say that when 
the assistant superintendent and I left the house, 
we carried with us a cash collection, paying the 
insurance in advance, and we left behind us, in- 
stead of a dissatisfied ex-policyholder, a con- 
tented customer who appreciated our call and 
showed it. 

This little story of actual experience illus- 
trates one of the foremost reasons why many 
industrial policies are lost—failure of the agent 
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to see the breadwinner and resell him the in- 
surance, 

It has been often said that arrears are the 
father of lapses, and, of course, this is a fact 
beyond dispute. The problem of preventing 
or reducing lapses, therefore, resolves itself 
about the methods to be pursued to reduce ar- 
rears. In my experience in the life insurance 
business I have found that the surest way to 
keep down the arrears on a debit is to keep up 
the interest of the policyholders in their invest- 
ment. This is best done by letting the insured 
thoroughly understand his policy, acquainting 
him with the benefits provided for, instructing 
him as to the various policy features, and, in 
short, letting him know for what he is paying 
out his money. 

Life insurance is not a luxury; it is a burn- 
ing necessity; it is the anchor of safety to the 
home, and once this fact is impressed indelibly 
on the mind of a policyholder, the problem of 
collecting from that policyholder ceases to be 
a problem, and the possibility of a lapse 1s re- 
mote. 

Just as it is imperative that the policyholder’s 
interest in his investment be preserved, so also 
is it incumbent upon the superintendent to keep 
alive the interest of his staff in the all-impor- 
tant feature of debit condition. There are 
numerous ways in which this can be done. One 
excellent method that I have employed with 
much success is the publication of frequent 
bulletins showing the standing of agents based 
on percentage of collections, low arrears and 
high advance payments. In every district it will 
be found that invariably the leaders in indus- 
trial increase are the leaders in debit condi- 
tions and in collections. -Point out this fact 
to the members of the agency force; point it 
out not once, but over and over again, and show 
them that permanent success simply cannot be 
the portion of those who are delinquent in the 
matter of collections. 

Among any representative body of insurance 
men there are always some who are more gifted 
than others in the matter of conditioning a 
debit and keeping it in condition. It is my 
method to use these men for the purpose of 
instructing the weaker members by sending them 
over the debit with these weak members and 
illustrating by actual demonstration the bene- 
ficent results to be obtained by employing 
approved methods in the matter of reducing 
arrears and building up advance payments. Nor 
have I been above going out myself with mem- 
bers of my staff, on occasions, as evidenced 
by the incident related at the beginning of this 
article. 

Progress in the making of industrial increase 
is inseparably linked up with the maintaining 
of good condition of debit, and any success that 
I may have attained in the life insurance work, 
as agent, as assistant, and as superintendent, 
has been due to the fact that. I have not un- 
derestimated the importance of collections.— 
From Field News, published by the Inter-South- 
ern Life Insurance Company. 





Down on Your Luck 
By WILLIAM THORNTON 

“If you don’t at first succeed, try again.” Thus 
we used to declaim with shy boyish ardor on 
certain Friday afternoons from the rostrum of 
the village school house. The poem was one of 
several favorites to be found in McGuffey’s 
Fourth Reader, which volume, familiar to many 
school lads of a few decades ago, contained an- 
other no less celebrated gem, “Lazy Ned.” The 
exact lines of both poems have long ago faded 
from memory’s page, but the impression they 
created is just as vivid now as then. 

It is a pity the tired, discouraged debit man 
does not know both of these pieces by heart; 
their wholesome philosophy would cheer him 
at moments when he thinks he is “down on his 
luck.” 

It is not a matter of your luck changing, but 
of your changing your mental attitude. Have 
you never passed through the park and noticed 
the listless, careworn countenances of the men 
loafing there? Perhaps you don’t envy them. 
Well, then, smile and be thankful that you have 
work to do, and go to it with a new zest. 

Make up your mind that to-day you will add 
some fresh names to your prospect list, that 
you will see some new men, that you will cut 
down your arrears, that you will reinstate some 
lapsed policies. 

Don’t promise yourself in a half-hearted, 
lackadaisical way that you will do these four 
things, but make a definite plan, and then work 
from daylight to dark and, if necessary, into 
the evening hours. You may be footsore and 
weary when bedtime comes, but you will go to 
your rest with the satisfaction of having tried 
hard, and after a night’s good sleep you will 
be fit to start out in the morning and do the 
same things over again. Think not of yester- 
day’s handicaps and failures, but of to-day’s 
new opportunities. Keep everlastingly at your 
work. 

Lazy Ned used to say that it was “royal fun” 
to coast and slide, but there could be no coast- 
ine and sliding downhill until the heavy sled 
had been tugged back up to the summit. 

The greatest panacea for hard luck is work. 
It will cure most of the mind’s ills, because it 
diverts one’s attention from past misfortunes 
and fixes it on the present undertaking. 

Twenty years ago, there was a veteran life 
insurance solicitor who used to wake early in 
the morning and plan his day’s work before he 
rose from bed. Right after breakfast he would 
start out. Jf he didn’t close the first man to 
whom he talked, he would work a little harder 
on the second, and then if he failed, he would 
put on full steam with the third, and very 
seldom would he fail to bring in an application. 

Most fellows who had painstakingly laid the 
groundwork for closing a few carefully selected 
prospects would have returned to the office, a fter 
a few successive failures, with a hard luck 
story, but not so with this old timer. He 
would grit his teeth and go ahead. 

We knew of another insurance agent 
had suffered an attack of spinal disease. He 
could hardly walk, and in addition had asthma, 


who 
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and breathed with great difficulty. Not a step 
did he take but he was racked with pain. Yet 
this poor chap was on the streets from early 
morning until late afternoon, tugging away. 
He is dead now, but until within a few days 
of his demise he kept a persistent hold on 
work, faithfully soliciting business, never com- 
plaining because I‘ate had been unkind to him, 
hut pegging away with a dogged determination 
in order that he might earn a living for him- 
self and his family. 

Bruce Barton recently wrote a very delight- 
ful “common-sense editorial.” Its caption was, 
“This, Too, Will Pass.” In this life of constant 
change and disruption nothing is permanent, 
bad luck or good. Have you never stopped and 
reflected for a few moments? Some of the 
difficulties you encountered in the past, which 
then seemed well-nigh insurmountable, have now 
faded into insignificance. 

One of the most comforting things in the life 
of the hardworking fellow who is not getting 
immediate results is that the law of averages 
is inexorable. You have only to keep on try- 
ing. Out of a sufficiently large number of 
calls, you will get a certain number of ap- 
plicaticns. Don’t pause to let the grass grow 
under your feet. When you are at the bottom 
of the hill, remember that it is “royal fun” 
to coast down, and begin at once to ascend to 
the top. 


Power of Personality 

On a Saturday evening, when the store win- 
dows displayed amidst brilliant electric lights 
selections from the goods the proprietors de- 
sired to sell, you have walked downtown. A 
particular window attracted your attention and 
you couldn’t help stopping. Others did the 
same thing, and as you admired the exhibit you 
Then you 
noticed a sign which read “The House Built on 
Personality.” A half-century in business. A 
successful firm yearly selling more and more 
and building their reputation higher and higher. 


heard praise on every side of you. 


“Built on Personality.” It was indicated in 
the window display, which stood out from the 
others along the street. You could see it was 
unusual, but did you think of the real reason, 
the personality of the men at the head? 

If your grocer becomes uninterested or lacks 
in courtesy, you change grocers. You seek one 
who has personality, and no matter how big the 
town, there is one who is the grocer, whose 


If the 
man you have been buying clothes from does 


personality is in front of the crowd. 


not give you the service you expect, you find 
the clothier whose personality is big enough to 
recognize this need. The favorite doctor has 
a pleasing and cheerful personality, and you’ve 
heard people refer to his visits as being better 
than a dose of medicine. And so on, right down 
the line, personality is a recognized business 
asset, a magnet that attracts and draws to it 
business and friends. 

We once knew an agent in a large city dis- 
trict who was close to the biblical allotment of 


vears. Notwithstanding that and the fact that 


he was more than 40 per cent overweight, he 
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Thursday 


was still on the job. In his territor 
number of walk-up apartments, By the ¢j 

our friend had gone to the second stor : 
was making a noise for all the world te. 
youngster blowing soap-bubbles and he ie 
make up his mind to go higher, so he hin 
call out cheerfully that he was on Such a flog: 
and immediately doors would open and policy. 
holders would bring their premiums and books 
to be receipted. And business would be writ 
ten, too. ’Twas this agent's personality that jp 
his old age made his work easier. Without th 
cheerfulness and reliability that he reflect 
his job would have been harder—much, i 


Y Were, 


‘harder. 


The old days of cold commercialism in bys. 
ness are gone forever. People expect greater 
consideration. The salesman without the qual. 
ties above mentioned is like a carpenter With- 
out a saw. 

In no business does personality play a more 
important part than in ours. We minister to 
the crying need of a multitude of people, Ip 
collecting, explaining, canvassing, serving, ye 
have need of a personality that will endure 
the kind which is ever bright and shining, such 
as radiates from true heart throbs within, 

We would do well to get it thoroughly int 
our system that without that unmistakable per 
sonal touch we can not hope to niake te clin) 
to the jagged heights of achievement withoy 
difficulty. We should give to personality it 
proper value in our thoughts and daily livin 
and strive to keep it 100 per cent. As a writer 
puts it, “Personality is that which is intimate 
to. me, that by which T must act out my life 
It is that by which I belong to man, that by 
which T am able to reach after God; and Helis 
given to me this pearl of great price. Iti 
an immortal treasure; it is His, and no ma 
shall pluck it out of His hand.”—Prudential 
IVeckly Record. 


A Picture of Old Age 

What does “old age” mean to the average 
voung man? Nothing but something dim and 
far distant. Quite often this vague image is 
associated with what he reads of men such a 
Rockefeller, Depew and others—those of ripe 
old age who are shown in the comfortable ci- 
cumstances of life. 

It is our duty to banish this picture from his 
mind and show him the misery in grim reality. 
We must have this burnt into our own minds 
and then bring it home to them. 

Have you ever seen the shaking beggar atl 
shuffling hawkers making their way along th 
streets in sleet and drizzle that would drive? 
dog to his kennel—these are “old men.” 

Have you known of the pitiful and desperat 
heartache of the men who lost their jobs afte: 
long years of service, and seeking others, beits 
constantly turned away on account of their ag 
—these are “old men.” 

Get this picture into the young man’s head, 
couple it up with the thrift idea. Then shor 
him that the only way he can be absolutely sutt 
of his future is by means of life insuranct- 
The Lifeman. 
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JOHN HANCOCK NOTES 





President W. L, Crocker Making Tour 
of Agencies 


SUPERINTENDENT GEORGE HARE 
DEAD 





Many Agents Reach $100,000 Mark in 
Business Written 


President Walton L. Crocker is now touring 
the West, visiting the various agencies of the 
company. He is planning ultimately to meet all 
the John Hancock agents personally and will 
take other similar trips in the near future 

An unusual supplement was enclosed in the 
October Field, published by the John Hancock 
Mutual Life, concerning Cancer Week, No- 
vember 12 to 20. The company has arranged 
with the Cancer Commission of Harvard Uni- 
versity to give its policyholders free examina- 
tion and diagnosis for suspected cases of cancer 
at the Huntington Memorial Hospital on Hunt- 
ington avenue. The company has co-operated 
with the American Society for the Control of 
Cancer and is now distributing a leaflet on the 
subject, “Vital Facts About Cancer.” 

Superintendent George Hare of the Roches- 
ter weekly premium agency, died last month 
after a short illness contracted while on his 
vacation. - Mr. Hare has been in the employ of 
the company for nearly twenty-five years and 
was universally recognized as a hard and earn- 
est worker. 

~- 

Among the producers who have reached the 
soal of $100,000 in amount of business written 
are: G. Volpe of Philadelphia; I. Finkelstein, 
J. Rosen, W. Lobman, A. Scotsford and A. 
Block, all of New York; F. Filtzer of Brook- 
lyn, and W. Phillips of Boston. They have not 
only reached their goal, they have passed it, the 
leader writing $128,000 and the smallest amount 
reached by the individual agent of this group 
being $104,000. 

Edwin A. Murphy, former superintendent of 
the Hyde Park, Massachusetts agency, has been 
transferred to Rochester to fill the superintend- 
ent’s job there. James A. Shanessy, for the past 
eighteen years the assistant superintendent of 
the Roxbury agency, has been appointed to fill 
the vacancy left by Mr. Murphy. 

The following agents have been promoted to 
the districts of their service: 
Openshaw, Fitchburg; Charles W. 
Fothergill, Philadelphia; Denis Landers, Haver- 
hill; Joseph J. Ryan, Waltham; William Bates, 
Cincinnati; Frank A. Moran, Chester; William 
Landry, Lawrence; Howard M. Blaydes, Provi- 
dence; Harry Bulver, New York; Nicholas J. 
Clanan, Detroit: John J. Ryan, Detroit; Geauf 
M. Clay, Pittsburgh; Adjiah A. Cahoon, Rox- 
bury; Robert E. Shackelford, St. Louis; 
Fletcher G. Parlett, Baltimore; Joseph Palo, 


assistants in 
Thomas 


Stamford, and Steirman, New York. 
Hayden FE. Gittings has been promoted from 
agent at Baltimore to assistant cashier. 
Joseph Kirshenbluth has been promoted from 
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agent at Long Island City to the position of 
assistant superintendent at Jersey City. 

Otto H. Uluhlman has been promoted from 
agent at New York to assistant at Elizabeth, 
N. J. 

Henry Brunner has been promoted from 
agent at Long Island City to assistant superin- 
tendent at New Britain. 

Paul T. Stoddard has been promoted from 
agent at Pittsfield to assistant superintendent 
at New London. 

Adolph Von Mechow has been promoted from 
assistant superintendent at New York to as- 
sistant at large, New York. 

Agent Martin J. Murphy of Hoboken, who 
the company over 
twenty-seven years, died at his home recently 
after a short illness. He was a consistent worker 
and his loss is keenly felt by the agency where 


has been in the service of 


he worked and the company as well. 

The list of leaders for the first nine months 
of 1922 has but two changes from the list of 
Both these changes are in the 
Mr. 
Bernstock replacing Mr. Nushzno of Brooklyn 
and Mr. Phelan forging ahead of Mr. Tuohey 
of Passaic. The official figures disclose the fol- 
lowing: Assistant superintendents leading— 
Weekly premium increase: Mr. Bernstock of 
Brooklyn. Gross ordinary issues: Mr. Mitchell 
of New York. Gross A. F. issues: Mr. 
Esposite of Philadelphia. Agents leading— 
Weekly premium increase: Mr. Grogan of 
Stamford. Gross ordinary issues: Mr. Lang- 


month. 


last 


assistant superintendent’s classification, 


berg of New York. Gross A. F. issues: Mr. 
Volpe of Philadelphia. Detached assistant 
superintendents leading—Weekly premium: 


Mr. Knebel of New Britan. Gross ordinary and 
A. F. issues: Mr. Phelan of Fall River. 
Agent John F. McArdle, Jr., of the Provi- 
dence Weekly Premium Agency, died suddenly 
He was a comparatively newcomer 
field great 


last month. 
to the forces of the 
promise of success. 


and showed 


Luncheon of Boston Life Underwriters 


A three-cornered discussion on “Wills and 
Corporate Fiduciaries” was the feature of the 
October luncheon of the Boston Life Under- 
writers Association at the Boston City Club 
last week. Courtenay Crocker, counsel of the 
trust department of the First National Bank 
of Boston, outlined “What the Life Insurance 
Agent Should Know About Wills.” Edward 
I. Brown, manager of the Boston office of the 
Phoenix Mutual Life, spoke on the subject “Ad- 
vantages of Income Guaranteed by Life Insur- 
ance Contracts.” Willard T. Careton, vice- 
president of the Boston Safe Deposit and Trust 
Company, concluded the program, with a dis- 
cussion on “Advantages of Income from Trust 
Company Trusts.’ The meeting was very well 
attended. Great interest in the subject in ques- 
tion was exhibited. 
work in the State of Oregon is 
already proceeding for the Lincoln Life un- 
der the leadership of Oliver E. Yale, with headquarters 
in the Northwestern Bank Building, Portland. 


—Organization 
National 
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METROPOLITAN NOTES 


New District Created at Joliet, II. 


SEVERAL TRANSFERS IN NEW 
ENGLAND 


Teaching Districts and Agents of the Coun- 
try for Year in Industrial Increase and 
Average Net Gain in Ordinary 

The Metropolitan Life Insurance Company 
has had but few changes among its managers 
In the Great 
Western Territory a new district has been 
created, by dividing the district of Joliet, Ill, 
to be known as Aurora. James F. Shanahan, 
assistant manager in the Garfield, Chicago, IIL, 
district, has been promoted manager of the 


during the month of October. 


new district, effective November 6. But one 
change took place in the Empire State terri 
tory. Lester D. Benn, assistant manager, 


Salina, N. Y., was promoted to be manager at 
Newburgh, N. Y., October 9, succeeding D. S. 
Barradale. 

In the Canadian territory there have been 
three promotions and two transfers. J. E. 
Aumais, assistant manager, Lachine, Quebec, 
was appointed manager in the same district, 
October 9, to succeed M. J. Poirier, transferred 
to Sherbrooke; Joseph Moore, assistant man- 
ager, Hamilton, Ont., was appointed manager of 
the Kingston, Ont., district, to succeed Henry 
A. Miller, transferred to Ottawa in place of 
F. L. Welter, resigned; Ernest A. Ryan, as- 
sistant manager, Kingston, Ont., was appointed 
manager of Barrie, Ont., October 9, succeed- 
ing William J. Glenn. 

Several transfers among managers in the 
New England territory during the month of 
September led to the promotion of Edward F. 
Groark, assistant manager, Burlington, Vt., to 
be manager of North Adams, Mass., October 16, 
succeeding D. J. Moynahan, transferred to 
Brockton, Mass. 

One other promotion occurred in the Middle 
West territory. William S. Crowell, ‘assistant 
manager, Gordon Park, Ohio, was appointed 
manager of the Alliance, Ohio, district, October 
9, to succeed Theodore Hansen, transferred to 
Hillside, Ohio, to fill the vacancy left through 
the resignation of Nicholas K. Toy. 

The ten leading. districts in the country at 
large, including the Pacific Coast territory, in 
average net gain, ordinary business, per man, 
per month, for the year to and including the 
of October 9 were: Oak Park, III, 
Gabriel Dunkleman, manager; Newport, R. I., 
T. F. Murphy, manager; Rockaway, N. Y., 
B. H. Ledner, manager; Belle Isle, Mich., J. 
A. Blake, manager; Stuyvesant Heights, N. Y., 
H. C. Stieglit, manager; St. Clair, Mich., W. 
C. Martin, manager; Bushwick, N. Y., John 
Goldthorpe, manager ; Ridgewood, N. Y., David 
Rudberg, manager; Delmar, Mo., Norman 
Schiffrin, manager; Flushing, N. Y., F. F. 
Kiesewetter, manager. 

Tn average industrial increase, per week, per 
agent, for the year to and including the week 


week 
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THE INDUSTRIAL LIFE AGENT'S KIT 


ocala of Industrial Life Insurance Companies should aim to ‘ncrease 
their Efficiency 


By so doing they will also increase their 


Earning Power 


Increased Efficiency leading to Increased Earning Power attracts attention on 
the part of Home Office Officials and leads on to | 


Promotion 


Do You Want to Become Efficient? 
Do You Wish to Increase Your Earning Power? 
Do You Not Aim Constantly for Promotion? 


You can assist in accomplishing all this by careful study of THE INDUSTRIAL 
LIFE AGENT’S KIT. The dictionary defines a Kit as an outfit of necessaries 
for a trade or occupation, or for some special purpose. THE INDUSTRIAL LIFE 
AGENT’S KIT is made up of books which are valuable aids to men engaged in 
this great business, and when carefully studied will bring | 
GREATER EFFICIENCY 


INCREASED EARNING POWER 
STEADY PROMOTION 


The works named below have been selected with a view of giving the 
greatest amount of education on insurance matters at the lowest possible cost: 
CLUBS can conveniently be formed in offices to purchase one or more sets for tke 


use of all the men, which practice has been pursued in many superintendencies with good 
results; or the books may be purchased individually. 


THE INDUSTRIAL LIFE AGENT?’S KIT 








TITLE OF WoRK PRICE 

Some Plain’ Hints to Wife Instirance Solicitors... 6 <.<..010:6:. 6:0 /0r0.0.0 0 4,010 101010 bere ayeve oa bieeeee $ .50 
BelecitOn Ol Weiss OW CHE AATe SOUCICOR 65 so: 5.0/4 .« 6-6:005%)fare.nun.s 0:4)eveie inven ose re! 6 08-0) 0 a6 sen0iie levis .50 
A Thousand and One Hints to Agents of Industrial Life Insurance Companies......... 1.00 
NO Tage Cai AS ANN ARTS WN TS oo 5c soho vers) cscs ie oes wie ola as Wie oie hal nnere ai nivtel eevee rel eter wie nrerety 1.50 
ON CULVG PTE Sec Te TCT) CCL a a ee en Rn a Oe ee Sr Pe Ae Cee 1.50 
BES EREIS OMENS oo pos esas ree le Sy than heron horas are, Suarehatebaielahe Mal are a itsliet see ee to eer stare 1.50 
Life Insurance and How to Write It............... esta sao Folieelayansrikecrstaarchateceisye ete reise 1.75 
aA NN RR pene ae ae eee c oe os Ore cM dea falco obo b 158d Sats whens? aaa AN Euni Hausen Race 1.00 
LE BE OSC VO FEA) ECT (a rc ee a ee ee eee eee eee ee 1.00 
ANDY EES eee AMA EMER RANOES a9 2 on 7u ei eis Sn ea VS'S) Sure so Ss niin nahn atin "ner erear'ecii orsi aw MANETS WUE sadenayane acaPaperesoaw eke ole Mo 
MS ATS RENNER ets toh Sure Sahar nah sisar ategvisiel eyo ns tS Cop SHAR ANE tes GLADE BSNS EHDAI SEALS SOUL ao eo t o0 
ARS pA RON NE PNEET RAIS in oy aac ca pa yaiieeaca el 506.8 06 9i6S\ 0) FSS: SORE Die Weslo StAsIs SRL ISS 2.00 
Moa ah ap eatheeaa Oe testa ENIDD 5 Soy asi6 5 g's os isn wage Syd a8 ole: ns, Sordi 6vadeloln ieleine Wicieelelae eee 1.50 
Te DOING IY SSO A OHO a6 66:07 a carisiersiin ni 9's: 0:0. e-onere exw: 18 ele Sie ala ayer bath aeiiersneloaiweetners .50 
MANS ENTE EN ASIA ooo 5 Sin shisha fo oo eve sds BUG! silsbn tex os Seenei cs lareile Ri iayeieneielle gyaboeaclele mrareielale 2.00 
ASAIMIAT TOF WAC TASUTANCE AGERE 65s fesse, svsave, ase einte s veve sore everenb ole seraleatanare oie alla Sale sense 1.50 
POTS A MEAT UM NS osc ens oy eh ea eee ib 6 Seca ua WSU AOS ISSIR Wid ilgxe seria aia LRU aba BIRO Tec Buse te ska ena GHe he 
ESTSTOESS CAST CRE Agen iin OA ay Se nr ee ee gre ee eee rer re yer reek eee 1.50 
What ile dmsurance [sand WHat TE DOCS oss. cisisissescie dais wis Wie were ere geia Susie 0 ein ale Sao 1.50 
fe COC! a eee eee ht ALAS Te Ss iene eee my et Sete fin MOE SAE MTR te CON ne U RE te 


THE INDUSTRIAL LIFE AGENT needs all the above-named books. 
Form a Club to-day, sending an order for these books, remembering that 
KNOWLEDGE IS POWER 


THE SPECTATOR COMPANY 


CHICAGO OFFICE, 135 William Street 
Insurance Exchange NEW YORK 
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of October 23, the ten leading districts in the 
country at large were: Delmar, Mo., Norman 
Schiffrin, manager ; Clinton, Mass. J. E. 
O'Connor, manager; Wabash, IIl., Sigmund, 
Finder, manager ; Chattanooga, Tenn., J. T. 
Dunning, manager; Topeka, Kan. Harry 
Wood, manager; Everett, Wash., Edward 
Weiner, manager; Imperial Valley, Calif., A. 
H, Spencer, manager ; Superior, Wis., C. S. 
McCumber, manager ; Jefferson, Mo., Simon 
Neveleff, manager ; Rockaway, N. Y., B. H. 
Ledner, manager. 

Following are the names and their districts 
of the leaders among agents and agents unat- 
tached in industrial gross increase for the year 
to and including the week of October 23: 
Philip Hochstadt, agent, West End, N. Y.; 
|. H. Ayers, agent, Piedmont, Ga.; J. H. Davi- 
ai Jr., agent, Pontchartrain, La.; Carmelo 
Albanese, agent unattached, Knickerbocker, 
N. Y.; J. K. Arlein, agent, Newark, N. J.; 
Philip Kalkstein, agent, West End, N. Y.; Max 
Alpert, agent unattached, Los Angeles North, 
Calif.; Orbie Cain, agent, Poplar Bluff, Mo.; 
W. T. Raines, agent unattached, Des Moines, 
Ta. 

The ten leading agents and agents unattached 
in ordinary placed business for the year to and 
including the week of October 9 were: C. L. 
Grinnell, agent, Newport, R. I.; S. S. Sirkin, 
agent unattached, Los Angeles North, Calif. ; 
George Davis, agent unattached, Yorkville, 
N. Y.; J. W. R. Chasse, agent unattached, 
Waterville, Me.; A. J. Dubuc, agent unattached, 
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Woonsocker, R. I.; Philip Hochstadt, agent, 
West End, N Y.; Peter Polakowski, agent, St. 
Clair, Mich.; John Wach, agent, St. Clair, 
Mich.; Leon Knaster, agent unattached, Union 
Hill, N. J.; Alexander Ellis, agent unattached, 
Coatesville, Pa. 

Have Something Definite to Do Each Day 

Writing good business each day is the most 
important thing a life insurance agent has to 
do. 

Collecting is important—saving lapse is im- 
portant. But what had to take place before either 
of these important things could be done? The 
business had to be written before it could be 
collected on, or before it could lapse, and 
chances are if it is written right there will be 
no lapse to save. 

Now there is no particular art about writing 
good business each day if you have something 
definite to do each day and for every hour in 
the day something to do that directly aims at 
writing some good business each day. 

If you have twenty prospects you are going 
to sec, know their names, occupations, ages, 
residences—that’s something definite, and you'll 
do some business. 

If it’s a collection day, and you have picked 
out ten families where you are going to give an 
insurance talk, and you are going to make ten 
calls next door to ten of your policyholders, 
that’s something definite, and believe me, boy, 
such work will net some business. 

If you are going on a straight canvass and 


THE ART OF CANVASSING 
HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 


by passing through nine large editions. 


you plan to have a good sensible talk with at 
least twenty families (count ’em twenty, I said) 
that’s something definite, and will surely net 
you some of the finished product. 

You know old Nature gets along pretty well 
in doing things she sets out to do and if you 
want something to prove that this definite stuff 
is the goods take a look or think at a few of 
Nature’s successes. 

The sun has something definite to do, and he 
has no blank days. It’s a good thing for you 
and me that Old Sol has something definite to 
do, and it’s good for Sol too, for if he just 
fooled and aimlessly for just an hour or so 
fiddled away his time at the rate of a few mil- 
lion miles a second, going no place, more than 
likely he’d run into some hard luck, just like 
you do. Let’s get closer to home. There’s your 
heart, it has something definite to do, and you 
know what would happen if it got off that 
definite track and went star gazing for just a 
minute. Everything in nature has something 
definite to do and does it. And, say, is there 
anything better to copy from than old nature 
if you want to be a sure shot?—The John Han- 
cock Field. ————————— 
Saving a Future Lapse 

Are you keeping constantly in mind the great 
service you would be rendering your industrial 
policyholders who have small liens against their 
policies if you could induce them to pay these? 

There would be the satisfaction of paying the 
claim immediately without having to first sub- 
mit the proofs to the home office. 





A reprint of the 








A Thousand and One Hints 


INDUSTRIAL LIFE INSURANCE COMPANIES 


eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 
them it will do for others. 

The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 
recruit and the veteran. 

The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 


Single Copies - - - - = = $2.00 
25 co. h6h=lhlUcrlhlUcmhlUclUclU C4500 
50 hn ee ae ee ee ee ee. ||) 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 


100“ = = = = = = = 160.00 
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WITH THE PRUDENTIAL 


Many Agents and Superintendents 
Admitted to “Old Guard” 


SEVERAL PROMOTIONS ANNOUNCED 


E. Lindenthal Ranks as One of Company’s 
Leaders in Ordinary Production 


Assistant Superintendent G. W. H. Vincent 
of Wilmington, Del., district has just passed 
the twenty-vear mark in continuous service and 
has received the gold locket and certificate of 
class “D” of the Prudential Old Guard. 

J. W. Brown, agent of Lancaster, Pa., re- 
cently completed fifteen years’ service and re- 
ceived the gold badge and certificate of class 


ge Oh 
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services: Harry C. Dixon, Rankin, Pa.; John 
F. Boland, Williamsport, Pa.; R. Max Gatsche, 
Altoona, Pa. and Emil A. Petritzky, Pitts- 
burgh 3, Pa. 

Among others recently admitted to the vari- 
ous ranks of the Prudential Old Guard may be 
mentioned Arteman R. Traynor, agency organ- 
izer of Fort William, Ont., to Class “A”; Syd- 
ney F. Coleman, assistant superintendent of 
Toronto No. 2, to Class “B,”’ and Zenophas 
Maheux and Wilfrid Dion, both assistant super- 
intendents of Quebec district, to Class A. 

During a recent week every agent in the 
Philadelphia No. 6 district under the guiding 
hand of Superintendent Charles Hermann wrote 
not less than $1 of industrial $1000 of ordinary, 
and collected 100 per cent or more of their debit. 

The superintendents of the Canadian division 
met in conference at Montreal, Quebec, on Octo- 


Thursday 4 


superintendency for the company at Tulsa, Okla,, 
and he will assume his new duties on Monday, 
November 6, 1922. 

Benjamin K Holland, agent in the McKees. 
port, Pa., district, was promoted to the position | 
of assistant superintendent in the Connellsville : 
assistancy of that district. 

Superintendent FE. B. McManus has been — 
transferred to Boston No. 2 district, beginning a 
week of October 23, 1922 

On October 23, Ajeet Harry P. Kramer, who 
operated as an agent in the Cleveland No, 4 
district, took up the position of assistant super- 
intendent in the same locality. From the ex. 


perience Mr. Kramer has had, it is felt he will | 


meet with a large measure of success in his new 
field of activity. 

Agent E. Lindenthal of the Chicago No. 5 
district, is making splendid progress in the pro- 


Joseph S. Christy, superintendent at New 
Orleans, La., completed ten years of service 
with the company and is now a member of 
class “B” Prudential Old Guard. 

On Saturday, October 21, a business meeting 
was held at the Congress Square hotel, Port- 
land, Me., followed by a dinner at which Super- 
intendent E. J. Kelley was presented with an 
emblem denoting twenty years of 
service. The presentation was made by Assist- 
ant Secretary E. J. Maclver. 

The following agents of division “Ie” have 
recently entered class “A” of the Prudential 


called on 


Old Guard..and badges and certificates have Morris R. 
been presented to them in recognition of their at Pasadena, 


ber 4, the home office being represented by 
J. Maclver, Supervisor 
J. L. Dexter, and Division Manager C. G. Lan- 
ning. During the session a seven-weeks’ con- 
the division being divided 


Assistant Secretary FE. 


test was arranged, 
east and west. 
intendent A. E. 


Superintendent 
Winnipeg to lead them. 


duction of ordinary business and is listed among 
the leaders of the entire company, in addition 
to ranking highest for Division “J” in this 
branch. He also is making favorable progress 
in the production of industrial and maintains a 4 
good condition of account. 4 


The eastern group named Super- 
Joissonnault of the Montreal 
Prudential No. 2 district as their captain, and the west Commissioner G. Waldon Smith Resigns j 


Hammond of Insurance Commissioner G. Waldon Smith 7 


; Great interest 1s al- of Maine has tendered his resignation to the 
ready being displayed, but it is yet too soon to. (Governor to become effective November 1 
predict the final outcome. 
ger, assistant superintendent years and prior to his appointment was an active 7 
has been promoted to a factor in Maine life and casualty underwriting, 7 


Commissioner Smith has served for nearly five 














THE 
GLOBE 
MUTUAL LIFE 
INSURANCE 


COMPANY 
OF CHICAGO, ILL. 
RESULTS FOR 1921 


Gain in interest income over last five years 
Gain in income over last five years 

Gain in admitted assets over last five years 
Gain in Insurance in force over last five years 
Average gain over last five years 








to policyholders and representatives. The latest is 


Claims Paid By Telegraph 


It is the last word in 


SERVICE 





The above figures are the results of the highest grade of service 


T. F. BARRY, President, General Manager and Founder 


NOW READY 


HARPER’S LIFE INSURANCE LIBRARY 


The Psychology of 
Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
Carnegie Institute of Technology 


PRICE, $4.25 Delivered 


Selling Life Insurance 
By Dr. John A. Stevenson 


Second Vice-President, Equitable Life Assurance Society 
Formerly Director 
School of Life Insurance Salesmanship 


PRICE, $3.75 Delivered 


Meeting Objections 


By Dr. John A. Stevenson 
PRICE, $1.60 Delivered 





House of Protection 
By Griffin M. Lovelace 


Director, School of Life Insurance Salesmanship 
Carnegie Institute of Technology 


PRICE, $1.60 Delivered 
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a JOHN C. BARDWELL, President 


. WINE, Vice-President 
Fee NCHROEDER, Vice-President 


. WEYMEYER, Vice-President 
VICTOR J. MILLER, Secretary 
GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


|The Liberty Fire 
Insurance Co. 
OF ST. LOUIS, MO. 


Statement Dec. 31, 1921 


ASSETS 


_ Mortgage Loans. ee 
Renee 
nee 
22) oto. «Sansui ayesi6's ose 
| Agents Balances....+......... 
Minterest Accrued............. 
| ER 


$1,002,702 


$66,000 
694,409 
101,940 
28,875 
82,536 
16,748 
12,194 


LIABILITIES 
$432,147 
111,131 


» Unadjusted Losses............ 
81,579 


Other Liabilities.............. 

Capital Stock. ..$200,000.00 
- Net Surplus.... 177,845.00 
' Surplus to Policyholders 


$1,002,702 


Results Since January 4, 1922 


Increase in Assets............ $66,309 
Increase in Reserve........... 103,071 
Decrease in surplus..... 66,94U 











“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


$ 700,000 


Surplus to Policy 
Holders....... 1,450,401 


.. 3,509,765 








OVERCOAT INSURANCE COVERAGE 
New Form of Policy Being Offered by 
Franklin Fire 
The Franklin Fire Insurance Company has 
announced a new form of coverage for the use 
of retail stores. It is an overcoat-insurance 
policy, by which the company agrees to in- 
demnify the overcoat purchaser for direct loss 
or damage by burglary, theft, larceny or rob- 
bery, as well as for damage by fire and light- 

ning. 

Harold V. Smith, secretary of the Franklin 
Fire, perfected the form of policy, and declares 
that it is the first of its kind ever issued. He 
points out that its possibilities for use by re- 
tail stores of all kinds are unlimited. 

The rates on the policy have not been an- 
nounced but are declared to be nominal. Un- 
der the system of selling the policies, the 
blanket premium is paid by the store purchas- 
ing the cover and this premium can be loaded 
on the selling price of the article. By this 
method the store has a record of each and 
every purchaser, with their home address in- 
formation, which is very hard to obtain on a 
cash sale. = 


Mississippi Decision to Come Soon 
JACKSON, October 30.—The only 
notable feature in the Supreme Court sitting 
this morning was the issuance of an order to 


Miss. 


, 


advance on the docket the proceeding to oust 
Insurance Commissioner T. M. 
Henry on charges by Governor Russell. The 


from office 


purpose of the suit is to install in office Excell 
Coody, named by Governor Russell as the Com- 
missioner’s successor. The court set the case 
for argument en banc on December 13. No 
decisions were announced by the court and this 
tends to confirm the belief that the members are 
hard at work preparing the decision in the 
celebrated anti-trust suit of the State revenue 
agent against the fire insurance companies, for- 
merly operating in the State in which Chan- 
cellor V. J. Stricker imposed an $8,000,000 dol- 
It is expected that the case will be 
handed down next Monday. 


lar fine. 


Illinois Association to Be Reorganized 

Cuicaco, ILt., November 1.—President J. A. 
Giberson of the Illinois Association of Insur- 
ance Agents, in a special letter to the member- 
ship, has outlined the plans for reorganizing 
the Illinois association. He points out that the 
Illinois association has been a vital factor in 
insurance affairs in the State, but as it is oper- 
ated at present it is not a success financially. 
The self-graded dues plan is not satisfactory. 
The new plan of operation has been thoroughly 
discussed at meetings of officers and agents of 
the Illinois Association, one at the National 
Association mecting at Hot Springs and the 
cther in Chicago, and was approved at these 
Kentucky Field Annual 

The Kentucky Field Annual and Insurance 
Directory for 1892 has been issued by the In- 


meetings. 


surance Field Company. This book contains 
292 pages of condensed information relating 


to insurance matters in Kentucky. It shows five- 


za 
23 


year results in that State, statutory require- 
ments, underwriting organizations, fire rating 
bureaus, licensed companies, lines written by 
companies, class record by companies for 1921, 
five-year record by companies, State and special 
agents (fire), licensed agents, record by cities, 
by companies (fire), and other miscellaneous 
information. The price is $5 per copy. 


Alabama Insurance Commissioner Resigns 

3IRMINGHAM, ALA., November 7.—A. W. 
Briscoe, State Insurance Commissioner since 
1919, has tendered his resignation to Governor 
Thomas E. Kilby to become State manager 
and assistant general counsel of the Columbia 
Mutual Life Insurance Company of Memphis. 
Mr. Briscoe will have his office in Montgomery. 


Deutscher Versicherungs-Kalendar 

The 1922 edition of the above-named German 
book has been issued and contains a great 
amount of statistical information concerning 
companies located in Germany and in some other 
Furopean countries. The book contains over 
800 pages and shows the 1920 and 1g19 figures 
for the respective companies in considerable de- 
tail. 
John Crooks Becomes Ohio Farmers Vice-= 

President 

John W. Crooks, for four years treasurer of 
the Ohio Farmers Insurance Company of Leroy, 
O., has been elected vice-president by board of 
directors. 


Nay oy 


69th 
ANNUAL STATEMENT 


JAN. Ist, 1922 


Capital........ $1,000,000.00 
Assets......... 7,518,599:03 
Liabilities..... 4,877,687.25 


Net Surplus to 
Policyholders. 2,640,911.78 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, Watertown, N. Y. 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 














THE SPECTATOR 








Thursday 








coal el 


of Sondon 























UNITED STATES BRANCH 
110 WILLIAM STREET, NEW YORK, N. Y. 


HORATIO N,. KELSEY, MANAGER 


EVERY INSURANCE MAN | 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster i is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


**Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to February 1, 1923, for $2.00 7 


Write tor Application Blank 
H. E. REX, Sec’y-Treas, DES MOINES, IOWA 























WM. B. CLARK, President 


More than a Century of Service 


Tourists’ Baggage 
Salesmen’s Samples 

SO Be-velsjiapalley-tes a) 
yaUbico)sele) ey (cme Bat lel am Be-tette 
Explosion 

GT) meal Oo hial Mm @reyesbestejareye! 


Fire Rental Value 

WY EVetete Use and Occupancy 
Automobile Profits 

A Wereer-cele Sprinkler’ Leakage 
Rent Registered Mail 
Leasehold Parcel Post 


Losses Paid over $210,000,000 














E. KIMBALL, Pres’t GUY E. WELLS, Vice-Pres’t WM. C. DOOLITTLE, Asst. Sec-Treas. 


CLEVELAND NATIONAL 


FIRE INSURANCE CO. 
CLEVELAND, OHIO 





Because it is a human institution, an Insurance Company cannot be greater nor better 
than the men—officers and agents—engaged in its service. 

That service is a public one, for upon these men the property interests depend for the 
protection the Company furnishes. 

There must be efficiency of the highest order and efficiency rests upon close and intelli- 
gent co-operation between management and agents. 

With all the facilities it can extend to agents, the CLEVELAND NATIONAL guar- 
antees this character of co-operation to them. 

IF YOU WANT THAT KIND OF COMPANY YOU HAVE A PLACE IN YOUR 
AGENCY FOR THE CLEVELAND NATIONAL. 

ARCHIBALD KEMP, Sec.-Treas. and Manag. Underwriter. 








Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10.000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,592.997.95 


12,213,010.92 


42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 


owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 








Western Department 


WALTER H. SAGE, Gen’! Mer. 


W. L. LERCH, Manager 


76 West Monroe St., Chicago, IIl. 


Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 


GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street | 
San Francisco, California 


Marine Department 


WM.H. McGEE & CO., Gen’l Agts 
15 William Street, New York City 
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HEARD ALONG WILLIAM STREET 








Baird & Co. Appointed by Employers CASUALTY ACTUARIES TO MEET 

Employers Indemnity Corporation, of Kan- 
sas City, Mo., has appointed Baird & Co., Inc., 
of 50 Pine street, New York city, to represent 
its reinsurance and excess insurance depart- 
ments in the Eastern portion of the United 
States. Baird & Co. have been given the title 
of “Managing Underwriters” and will not only 
place excess policies on large individual risks, 
but will also handle reinsurance with Eastern 
castalty companies. While the home office of 
the corporation in Kansas City retains control 
of the underwriting, a large degree of respon- 
sibility reposes in the Baird organization, whose 


Nineteenth Annual Session at Hotel Penn- 
sylvania, New York, Next Week 


The nineteenth annual meeting of the Cas- 
ualty Actuarial Society will occur Friday, No- 
vember 17, at the Hotel Pennsylvania, New 
York city. Sessions will begin promptly at Io 
o’clock and continue until twelve-thirty, at 
which time a special luncheon will be served. 

Included in the program will be an outside 
speaker who will address the meeting upon 
some subject of timely interest. 


long experience renders them a very valuable New York Life Underwriters’ Monthly 
addition to the underwriting staff of the cor- Meeting 
poration. Arrangements for the appointment The monthly dinner and meeting of the Life 


were made by David G. Baird personally on a Underwriters Association of New York will be 
recent trip to Kansas City, and the office of the eld next Tuesday evening at the Arkwright 
corporation, heretofore at 35 Nassau street, was  Cjyb. Dinner will be served at six o'clock 
moved into the Baird offices last week. W. W. sharp. 

Williams of the home office, who has spent The speaker of the evening will be Isadore 
most of the last six months in the New York Hfirschfeld, an agent, who has had singular 
office, was in New York to assist in making the success in selling “Program Insurance,” which 
change, and T. W. Frier, recently placed in iJ] be the subject of his address. Mr. Hirsch- 
the New York office of the corporation, will go fej has been complimented by Dr. John A. 
with Baird & Co. and continue his work in Stevenson for his ability as a speaker. 

behalf of employers’ indemnity. 





E. B. Anderson and S. G. Martin Join 
Independence 

FE. B. Anderson, formerly superintendent of 
the burglary department of the Royal Indemnity 
Company, has been placed in charge of the burg- 
lary, forgery and plate glass departments of 
the newly organized Independence Indemnity 
Company of Philadelphia. S. G. Martin will 
have charge of the liability department. 


The Jordan Reporting Company Has New 
New York Manager 

The Jordan Reporting Company of New 
York announces that Thomas A. Clarke has 
been made manager of the New York office. 
Charles F. Baker is now the special representa- 
tive of the company, devoting practically his 
entire efforts in keeping in touch with the in- 
surance companies, looking after special mat- 


ters, and visiting the various offices and direct 





reporting stations, which will mean that the Superintendent Stoddard’s Address 
company will be in closer contact with its repre- Reprinted 
sentatives and correspondents. The address of Superintendent cf Insurance 
—___— I’, R. Stoddard, Jr., of New York, before the 
Brooklyn Brokers to Meet To-night ‘ire Underwriters Association of the North- 


The regular monthly meeting of the Brook- west, upon the subject, “The New York Rat- 
lyn Insurance Brokers Association will be held ing Law and the Fire Companies,” has been 
to-night at the Brooklyn Chamber of Commerce — reprinted and distributed with the compliments 
rooms. of William B. Ellison and Bruce Ellison. 


ACQUISITION DISCUSSED 





Casualty Men Fail to Reach Agree- 
ment As Yet 





CONFERENCES TO CONTINUE 





Information Scarce as to Subjects Dis- 
cussed and Plans Advanced 


The conferences of casualty insurance execu- 
tives on acquisition cost problems were re- 
sumed last week in the committee rooms of the 
National Bureau of Casualty and Surety Un- 
derwriters. No information as to the results 
of these sessions was to be had, but it is known 
that nothing definite was accomplished and that 
all plans are still in the formative stage. 

The men are wrestling with a mighty prob- 
lem and one which cannot be settled in a day 
or two. They have discussed thoroughly every 
angle of the situation and have considered many 
plans but as yet have not been able to com- 
promise their differences. Each man has his. 
own ideas, which he is not easily dissuaded’ 
from. The conference continues with a deter- 
mination on the part of all the participants to 
get results before the sessions are terminated:. 


Hoey & Ellison Celebrate 

Hoey & Ellison celebrated the first anniver- 
sary of business together November 1, and 
each member of the firm received a large bunch 
of flowers from their staff. Although Hoey & 
Ellison are relatively newcomers on the Street, 
they have made a host of friends and have 
built up an enviable business. 


Local Changes of Interest 
Robert F. Albin, New York city, has beem 
appointed branch manager for the Pacific Fire 
Insurance Company. 





Maurice H. B. House, New York city, has: 
been appointed branch manager for the Sun In- 
surance Office. 





The Jaffe Insurance Agency has been discon- 
tinued as Western district agents for the State 
Assurance Company, Ltd., of Liverpool. 

E. T. Jenkins, Inc., Brooklyn, has been ap- ’ 
pointed Western district agents for the State 
Assurance Company, Ltd., of Liverpool. 
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° B k Y j a, Fire Automobile ff; 
Better Business Beckons You! Tacaie, Ween 
It’s just around the corner. Be prepared to get your i 63 Rentand Bissd Viens Hy 
: ‘ prot : id. mee : 
years of fair dealing. 53 millions in losses paid. Exce ' Hicplackdnaned iad Ht 
service and facilities make National Liberty policies easy to sell. oe il 
i Agents wanted in open territory. Apply today. Use and Occupancy fl 
ii NATIONAL LIBERTY INSURANCE CO. Sprinkler Leakage H 
HY Cash Capital........ $1,000,000 > , 
| Policyholders’ Surplus 3,785,733 OF AMERICA Tourist Baggage I 
7] Premium Reserve... . 6,553,104 M. J. Averbeck, ogy oe mage Sy ama 4 ee . 
PUP SBCES 66 cd ee 11,923,145 We Dae evek Michigan Blvd., Claas _— 
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ANNOUNCEMENT 





EMPLOYERS INDEMNITY CORPORATION is pleased 


to announce the appointment of 


BAIRD & COMPANY, Ine. 
50 PINE STREET, NEW YORK CITY 


to represent it in the solicitation and transaction of 
MISCELLANEOUS CASUALTY REINSURANCE and 
EXCESS INSURANCE. 


The long experience and underwriting ability of the per- 
sonnel of Baird & Company is thus added to that of our 
Home Office and New York Office, and the combination 
renders us better than ever equipped to furnish punctual 
and elastic service to Casualty Companies and to Brokers 
and others having excess casualty lines to place. 

Our New York Resident Manager, Mr. T. W. Frier, goes 
with Baird & Company and will continue his activities 


in our behalf. 


Employers Indemnity 


Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 



































CHICAGO 
Insurance Exchange 
JACK WOODHEAD 















































NEW YORK 
50 Pine Street 
BAIRD & COMPANY 
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COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


‘AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 

















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets.. $6,007,996.00 
ee - 1,000, 000.00 
a 554,375.00 


e 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer's and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 





‘HUDDY ON AUTOMOBILES 


Sixth Edition of Valuable Law Work 
Published 








‘EDITED BY ARTHUR F. CURTIS 





New Chapter Included Dealing with For- 
feiture of Vehicles Illegally Engaged 
in Transporting Intoxicating 
Liquors 
The sixth edition of “Huddy on Automobiles” 
is the most complete and up-to-date textbook on 
the law relating to the manufacture, sale, han- 
dling and liability of motor vehicles in exist- 
ence. The first edition of this text was a pio- 
neer in its line; and as from time to time new 
editions have been published, the book has con- 
tinued to hold its authoritative position on the 

subject of automobile law. 

The first edition of this work was written 
by Xenophon P. Huddy, LL.B., of the New 
York Bar. Arthur F. Curtis, of the Delhi, New 
York Bar, has edited the sixth edition, which is 
published by Matthew Bender and Company. 
Mr. Curtis is the author of a number of well- 
known and authoritative works of law. 

“Huddy on Automobiles” is a volume of well 
over thirteen hundred pages, with complete nota- 
tions, and is well indexed for reference purposes. 
Practically every phase of the automobile laws 
as interpreted in the courts of the land is dis- 
cussed in the pages of this volume. An en- 
tirely new chapter has been added dealing with 
the forfeiture of motor vehicles for carrying 
intoxicating liquors. 

The development of automobile law has been 
extremely rapid and the number of cases relat- 
ing to it are constantly increasing. To the 
lawyer who desires to keep in touch with the 
subject some review, in a condensed form, of 
the numerous and often conflicting decisions is 
necessary. 

To the insurance fraternity this book is of 
particular value, since by reference thereto the 
decisions of the courts relative to particular 
circumstances are readily found and thus the 
exact status of the company under its policies is 
easily determined. To the law departments of 
automobile insurance companies the book should 
be indispensable. 
re 


“Huddy en Automobiles” sells for $12 per 
copy and may be obtained through The Specta- 
tor Company, New York, selling agents. 


Motor Truck Licenses 


Speaking before the members of the Motor 
Truck Association of America in the home of 
the Automobile Club of America, Bert Lord, 
director of the Motor Vehicle Bureau of the 
State of New York, spoke in detail of the 
elaborate efforts made by his department to 
prevent the issuing of licenses to improper per- 
sons. The subject and the work of the speaker 
are of unusual interest to those engaged in the 
insurance business, inasmuch as care in issuing 
motor truck driving licenses does much to lessen 
automobilé casualties and thereby not only 
effects a substantial saving in life and limb but 
in property as well. 

Mr. Lord brought out vividly the various 
phases of his department’s activities. He ex- 
plained how drivers convicted of speeding are 
treated as regards renewals, the procedure 
adopted with those who have violated the law 
by being intoxicated. Both the former and the 
latter are punished by withholding their re- 
newals from three to six months, and sometimes 
indefinitely ; in some cases a renewal at any time 
is refused. 

Homicide cases next came up for attention. 
In addition to explaining the treatment accorded 
these, he said that out of 213 people killed in 
the first half of this year, 64 were crossing the 
streets at improper points. He pointed out that 
in France and England legislation placed re- 
sponsibility for an accident to the jay-walker, 
and that a similar enactment would be bene- 
ficial in the State of New York. 

A law was passed by the last legislature, he 
said, whereby he can revise the list of lighting 
devices in use, weeding out those which are 
inefficient. Sixty-seven of the devices have 
already been disposed of. Mr. Lord mentioned 
the fact that hitherto the State has been very 
lax on the headlight question. In closing, he 
spoke of the carelessness of pedestrians in cross+ 
ing main arteries of traffic, such as Fifth avenue 
and Forty-second street, by anticipating the 
traffic officer’s directions. 

One point he failed to mention in this con- 
nection, which we think would not have been 

















INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘All Kinds of Insurance 
on Automobiles”’ 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, . 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


Semeena 


JAMES H. WASHBURN, F. A. 1. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
emi-Tropical Business 


Cable Address: Gertract, New York 




















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Cagualty Co. 


American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 


surance Stuyvesant 
Fidelity-Phenix 
Insurance Underwriters 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 





en 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 








Automobile Insurance 


BROKERS’ LINES SOLICITED 











J. L. MITCHELL 


le prepared to successfully negotiate and finance the re- 

Insurance or consolidation of either Legal Reserve, Mutual 

Assessment or Fraternal Life Companies, Associations or 

Orders. 

Temporary money advanced on strictly private 
arrangements. 

All communcations held personal and confidential. 

Address J. L. MITCHELL, 604 Masorifé Temple, Chicago, Ill. 


JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


























Actuarial 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 


256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 























FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





EO 


T. ©. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntants 





THE BOURSE PHILADELPHIA 


L 




















A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 
ConsuJting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Blidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 

















WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of Insurance 


43 Cedar Street, New York 











A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service”’ 
10 So. La Salle St. Chicago, Ill. 


“20 Years’ Experience Backs Our Service” 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago. 


Successors to 
Marcus Gunn, Consulting Actuary 





—— 











Examiners and Adjusters 





—— 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 
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Tel. John 1114-5 
; CASUALTY ADJUSTMENT BUREAU 
90 William Street New York City 
Thos. Galbo, Genl. Mgr. : 
RELIABLE — INVESTIGATIONS AND ADJUST 
MENTS BY EXPERTS — QUICK SERVICE — ou 
REPUTATION is based on past performances—Weshow 
results. Send for booklet of references. Liability, Com 
yensation, Auto, Fire and Theft, Collision, Property 
en Admiralty, Subrogations, Personal Accident, 


Burglary, Plate Glass. 
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Miscellaneous Insurance 





Insurance Attorney 








—— 


Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











amiss, is the tendency ef drivers who, though 
compelled to stop, in their haste, come to a 
standstill at such a point that those afoot can 
cross only with difficulty and who by their 
apparent premature efforts to start again keep 
the pedestrian in a nervous flurry. 

The Motor Vehicie Bureau is without doubt 
of great value to casualty companies, and co- 
operation with it, particularly as regards the 
procurement of beneficial legislation, will be to 
their decided advantage. 


Cutting the Cost of Auto Insurance in Half 


A new edition of “Cutting the Cost of Auto 
Insurance in Half,” a booklet by Herman A. 
Bayern, has been issued and will be distributed 
gratuitously by The Spectator Company to 
agents and brokers as long as copies are 
available. 

The booklet above referred to shows the great 
necessity for insurance to cover the risks at- 
tending ownership of automobiles, indicates the 
best and most way of 
against such contingencies, and contains advice 


reasonable insuring 
as to what to do in case of an automobile ac- 
cident or if a car is stolen. The booklet also 
contains a dictionary of automobile insurance 
terms, 

Mr. Bayern is now writing a book to be en- 
titled the “Automobile Insurance Guide,” which 
will he issued by The Spectator Company in 
the near future, and which will contain valuable 
Intormation not only for insurance men, but 
for automobile owners. 


Cieneral Adjustment Bureau Opens Branch 


Offices 


\diustment Bureau of New 
ced the opening of two new 
one at Providence, R. I., and 
ass. Both 


reno a oe oe eae 
port through the Boston office, which is under 


The General 
York has announ 
branch offices. 
Springfield, \ organizations will 


| = ” - 
the management of Harvey W. Russ. 


CONTINENTAL NAME 
IMITATED 


New Jersey Agency Company in 
Mix-up With Continental Under- 
writers Department 


IDENTIFIED WITH MUTUALS 


Sells Stock by Letter Carrying Famous 
Picture of the Spirit of °76 

The Continental Underwriters Department of 
the Continental Insurance Company has been 
aggravated seriously recently in attempting to 
keep its identity separate from the Continental 
Underwriters Corporation of Trenton, N. J. 
The latter organization is a general agency 
company for automobile lines having contracts 
with one or more mutuals, and it has been do- 
ing a cut-rate business in New Jersey and New 
York. , 

The agency company has so far infringed 
upon the rights of the Continental as to at- 
tempt to sell stock by letters having a printed 
background showing the famous picture of the 
Spirit of °76, which emblem has for many 
years been the established trade mark of the 
Continental Insurance Company. The Conti- 
nental Underwriters Corporation was organ- 
ized in May, 1921, while the Continental Under- 
writers Department was organized some months 
later, February, 1922. 

The agency held both a general agency and a 
broker’s license in New York, but it is stated 
that the former has been withdrawn. 

Added complexity was given the situation 
when at the annual meeting of the New Jersey 
Local Agents Association the Contifental Un- 
derwriters Corporation was severely criticized 
on the floor. Many of the agents left with the 
impression that the Continental Underwriters 
Department was meant, and informed others 
who were not present to that effect. Officers 
of the Department have experienced great diffi- 
culty in setting the New Jersey agents right on 
the subject. 


Independent Casualty Rating Bureau in 
Texas 
AusTIN, TEx., November 


of an independent, non-partisan rating bureau 


6.—Organization 


for the efficient administration of the Work- 
mens Compensation Insurance Law of Texas 
was effected at a meeting held here of represen- 
tatives of forty-four casualty companies writing 
workmens compensation business in Texas. 

A constitution and by-laws drafted some time 
ago by a committee of casualty insurance men 
was adopted at this meeting and the bureau is 
to commence functioning within a very short 
time. 





Completes First Term 
The training school of the Life and Cas- 
ualty Company of Tennessee has completed its 
first term, which has been highly satisfactory. 


It is reported that the Masonic Annuity of Atlanta, 
Ga., ha 
Insurance Company of Nashville, Tenn. 


s reinsured its risks in the Southern Life 
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PERSONAL ITEMS 





R. A. Melver, formerly with the National 
Council on Workmens Compensation Insurance 
of New York city, has accepted a position with 
the American National Insurance Company of 
Galveston, Tex., as assistant actuary. 

V. B. Wright, formerly with the J. D. Kitchen 
& Bro., general agency at New Orleans, has 
been appointed special agent for the National 
Liberty for East Texas and Louisiana, with 
headquarters at 515 Chronicle building, Hous- 
ton, Tex. 

Herbert W. Griffin has been appointed Na- 
tional Liberty special agent for Maine, New 
Hampshire and Vermont, succeeding F. R. 
Kueler, resigned. ; 

T. A. Phillips, vice-president of the Minne- 
sota Mutual Life Insurance Company of St. 
Paul, Minn., is spending some time in the field 
during November. Among other points, Mr. 
Phillips will visit O’Brien and Fllison, general 
agents for the Minnesota Mutual at St. Louis, 
at which point also Mr. Phillips will attend a 
meeting of the American Institute of Actuaries. 
Mr. Phillips expects to return to the office 
toward the middle of the month. 

F. W. Pascoe Rutter of London, Eng., gov- 
ernor of the London and Lancashire, one of 
the outstanding figures in the British financial 
world, arrived in this country this week for a 
visit to the United States headquarters in Hart- 
ford and in inspection of the agency forces in 
New York. 

Will Draw Up New Electrical Code 

Wasurncton, D. C., November 5.—Ralph A. 
Bloomsburg, of the Utilities Mutual Insurance 
Company, New York, was chosen a member of 
a committee appointed November 2 to super- 
vise the work of revising the electrical safety 
code. The committee was appointed following 
a meeting at the Bureau of Standards, called 
by Director S. W. Stratton for the purpose of 
discussing needed changes. 

Mr. Bloomsburg attended the conference as 
the representative of the National Association 


of Mutual Casualty Companies. 


Fidelity and Deposit Writes Four Record= 
Breaking Bonds 

Bartimore, Mp., November 4.—During the 
month of October, four of the Fidelity and 
Deposit Company’s offices executed bonds carry- 
ing premiums said to be among the largest ever 
written of their kind in the respective terri- 
tories under the jurisdiction of these offices. 
The Little Rock branch started the ball rolling 
with a bond covering a road building project in 
Arkansas and carrying a premium of $19,000. 

National Surety Convention Account 

A clever piece of journalism was carried 
through during the special convention of 
forgery bond men of the National Surety Com- 
pany held in this city recently. Under the able 
direction of C. H. Barnhart of the National 
Surety, a multigraphed account of the proceed- 
ings was distributed daily to the delegates at- 
tending the meeting. 


Sart Lake Crty, Uran, November 8. 
1 appoin 


Brigham City has been 
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of the new branch of the Beneficial Li of this city 
: : : re. ea 
which is being opened at Los Angeles, Calit. 
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=| AMERICAN 
2 «| COMPANY 
_s. of NEW YORK 


ona 100 BROADWAY 
Office Building 
Fidelity andSurety Bonds Burglary Insurance 


Check Forgery and Alteration Insurance 

















GENERAL INSURANCE OFFICES 


WILL IN 1922 
PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
general offices that have life departments are pleased with 
results. 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gen- 
eral insurance office. In 1922 this Company will make a 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 

















A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL: 











NOW READY—EDITION OF 1922-1923 


Life Insurance Law Chart 


The Life Insurance Law Chart shows in complete and comprehensive 
| form the requirements as to taxation, agents, policy forms, examinations 


under the following column headings: 


funder the and publications in each State and Territory, and in Canada, 
CONTENTS 

: Company License Surplus Distribution Periods 

pa Fees { Total other fees Anti-Discrimination 

Expiration Company License Statements, Final Date for Filing 

| Fees for Agents’ License and Date Annual 


Local, General Tax ( 
or Special Legal Publications - No. of Papers 
( No. of Times 


Resident Agents’ L : 
since — -” State Tax and Final Date for Pay- 


of Expiration { 


Attorney for Service ment ; eel 

‘ Company Examinations { ae Local Taxation : 

i 8 ee __——=—s——s- Regulations Governing Advertise. 
Valuation of Policies { = ments 

: ee zn Bond to State, Agent or Company 
Non-forfeiture Warranty Declined 

Policy Form or Provisions Miscellaneous Proyisions 


The Life Insurance Law Chart is compiled for THE SPECTATOR 
;\;COMPANY by Mr. A. R. Fullerton, an expert insurance man, whose 
+duties for many years have been to keep the large life insurance com- 
rpany with which ho is connected informed upon every phase of the 
legal requirements throughout the country, in which capacity he hag 
become an expert, and consequently this publication is absolutely au- 
thentic. It is valuable as a checking list, in order to avoid penalties for 
\non-compliance with law. 

It is printed on excellent ledger paper, is twenty-one inches wide, 
with a proportionate depth or length, and is brass tipped at top and 
‘bottom, so that it may be hung in a convenient and conspicuous place 
for ready reference. 

' Inasmuch as many of the requirements are common to LIFE, CAS- 
UALTY, AND SURETY COMPANIES, the latter class will also be able 
to make use of it. 


r PRICE $4.00 


Liberal discounts in quantities 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














PUBLIC LIFE INSURANCE CO. 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 
a 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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Detroit Fidelity 


and 


Surety Company 


Is already one of the largest companies 
writing fidelity and surety bonds ex- 
clusively. New agents are being ap- 


pointed every day. 


Address the 


Agency Department 
Milwaukee and Cass Avenues, Detroit, Mich. 





One Policy Covers it All 


T is not necessary for you to write 
two separate policies from different 

companies when giving a client full 

coverage on his automobile. 


An International Indemnity 
policy will cover all or any of the five 
automobile risks; fire, theft, property 
damage, public liability, collision. 


One policy saves time and trouble 
for you; it is easier for your client 
to understand; it is more convenient 
for each of you in making claims. 

Investigate our service and at- 
tractive rates. 


International 
INDEMNITY COMPANY 


Automobile Insurance 


HOME OFrice LOSANGELES,CALIFORNIA 














Thousands of Legal Decisions are Contained in 


HUDDY ON AUTOMOBILES 


Sixth Edition, 1922 


This valuable reference work is of use to 
Insurance Companies, Claim Adjusters and 
Automobile Insurance Agents 


All Phases of the Law of Automobiles Covered. 
The chapter Titles are: 


1, Definitions 19. Cyclists, riders and miscellane- 
2. Historical ous travelers 
3, Nature and status 20. Frightening horses 
4, Right to use highways 21. Railroad crossings 
5. Statutory regulations 22. Street railways 
6. Municipal ordinances 23. Liability of owner for conduct 
7. Federal control over motoring of driver 
8, Licensing and registration 24. Status of guests and passengers 
9. Jitneys, taxicabs and public 25. Safety of highway for automo- 
carriage for hire bilists 
10, Private carriage for hire 26. Measure of damages for injury 
11, Garages to automobile 
12, Chauffeurs 27. Criminal liability 
13, Miscellaneous subjects of regu- 28, The manufacturer 
lation 29. INSURANCE 
14. Law of the road 30. Sales 
15, Negligence, in general 31. Liens 
16. Collisions with other vehicles 32, Evidence 
17, Collisions with pedestrians 33. Forfeiture of vehicle for viola- 
18. Contributory negligence of ped- tion of law 
estrians 
1382 Royal Octavo Pages 


Price, $12. 


THE SPECTATOR COMPANY 


Selling Agents 


CHICAGO NEW YORK 











SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
INSURANCE. CO. 





Pita 


ESTER, N. H./) 





FIFTY-SECOND 





PROGRESSIVE ANNUAL STATEMENT 
January I, 1922 

CASH CAPITAL $ 2,000.000.00 

ASSETS 10,944,349.77 

LIABILITIES:ExceptCapital 5,905,144.09 

SURPLUS TO POLICYHOLDERS 5.039,209.68 
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THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


JOSH. N. WARFIELD, Jr., Sec’y & Treas- 
J. HOWARD IGLEHART, Medical Director 











C. A. CRAIG, President N. H. WHITE, 3rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS, Secretary and Treas. 


The National Life and Accident Insurance Co. 
OF NASHVILLE, TENN. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$150,000.00 
Deposited with Treasurer of Tennessee 











Admitted Assets, Jan. 1, 1922 COMBINATION 
THER “31” 
or LIFE 
J FE E HEALTH 
L ACCIDENT 
QNE poticy 
REMIUM 
—PAYS— 
INSURANCECO. DOUBLE DEATH 


BY ACCIDENT 
Loss of fests, Feet, 


yes 
, nee 5 _rcced 
HOME OFFICE, SEATTLE, U.S.A. enefits 
Reliable Represeatatives Wanted | Rroyttly, !ademnities 


Northern Life Building 
SEATTLE, U.S.A. 








D. B. MORGAN 
President 




















» **Keep Southern Money at Home’? . 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie’ and We 
Will Grow Together. 


E, C. HINDS, President 
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LIFE INSURANCE | 
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’ ‘FOR GOOD MEN 
CBRoMins, Pres. CB Sveboda, Secy 
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Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele. 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis. 
sissippi Valley—Correspondence Solicited. 


W. L. TAYLOR 
Vice-President and General Manager 


OAKLEY H. BEYER 
Superintendent of Agents 
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‘Life Insurance and 


—How To Sell It’ 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 





ABSORBING AND INTERESTING 
$1.00 postpaid 


The Insurance Field Co. 


Incorporated 
Box 617 


Louisville, Ky. 
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te Provident Life and Trust Company 


of Philadelphia 


Provident Endowments protect against the 
Economic Loss caused by the Termination of an 
insured’s Producing Power through Death or old 
Age. The new Disability Clause adds protection 
when the Producing Power is terminated prematurely 
through Total and Permanent Disability. 

Endowments in the Provident mature on the 
average approximately at 65. Between 25 and 65 
the expectation is that one person will be totally and 
permanently disabled for every six persons who will 
die. 

When the Disability is Total, 90 days’ continuance 
establishes presumption of permanence. Without 
affecting other policy benefits, premiums are Waived 
and a Disability Income commences which (the Dis- 
ability remaining permanent) continues for life 
and does not cease when the Endowment Matures. 











(reat Southern Life Insurance Co. 


Dallas=Houston 


Assets Over $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts .to Reliable 


Agents in Texas, Oklahoma, Missouri, 


Kansas, Arkansas, Louisiana, New Mexico 
and Mississippi. 


Policies up to date 


Write: 
F. W. Griffin, E. P. Greenwood, 
Supt. of Agencies, or President, 


Houston, Texas. Dallas, Texas. 














FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers 
of life insurance. Last year we distributed 47,604 
direct leads—all interested prospects who had re- 
quested information. In 1921 this service, and 
Fidelity’s original policy contracts, brought us 
within 714% of the unparalleled new business result 
of 1920, 

Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $223,- 
000,000. Faithfully serving insurers since 1878. 


A few agency openings for the right men. 
THE 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


WALTER LeMAR TALBOT, President. 











JOSEPH FROGGATT & CO. 


INC, 


Insurance Accountants and 


Auditors 
Consulting Actuaries 


HOME OFFICE: 


25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK 


Globe Building 
Washington Street 


SAN FRANCISCO 
Insurance Exchange Building 


PHILADELPHIA 
Lincoln Building 


BOSTON 
Winthrop Building 


FURTHER EXTENSION OF OUR 
SERVICE 


In pursuance of our policy of giving 
Coast to Coast Service we have 
opened a branch office in Boston— 
Winthrop Building. Our New En- 
gland business has grown to such 
dimensions as to make it necessary 
to’ maintain a staff in Boston so as to 
be in immediate touch with the 
business in that section. 


Mr. Walter M. Drill, who has been 
identified with our work in New York 
for over five years, has been appointed 
Manager of the Boston Office. 


JOSEPH FROGGATT, President 
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HOME LIFE INSURANCE COMP q 
4 Q WE WANT AGENTS ANY 
WM. A. pundaiaied. President 
to push our five-pointenine policies. The 62nd Annual Report Shows: 


Premiums received during the year 1921.............sce00.8 
Excellent lowa territory and liberal Payments to Policyholders and their beneliciaries in Deaii 


uta 2 Claims, Endowments, Dividends, Etc..............000. 
contracts for men of good oF tion ag ond Added to the Insurance Reserve Funds 


os ” Interest I fi ENVUIRUMOEG co 6.6.0 66.00% reeset asad 
THE COMPANY OF CO-OPERATION “ ($642, ibd Se ancnens of fips pe to maintain the 


THE DES MOINES LIFE & ANNUITY CO. temesspe rnin ti setnamees mont 


A. L. HART, Agency Manager 
FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 


Home Office—Register Tribune Bldg.—Des Moines, lowa : 
256 BROADWAY NEW YORK 








we 


PHCENI ASSURANCE COMPANY r Aen BUS) AGENTS WANTED 7 
LIMITED, OF LONDON Wi 1, ; 
4 sell an unrestricted Accident and Health policy ep 
(EsTaBLISHED 1782) fea We $9. 00 quarterly. Covers every disease and every. accid 
AUTOMOBILE—USE AND OCCUPANC Y—TORNADO—SPRINKLER {| . i} WW Liberal commission paid to live producers, a 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION | \eses4 ite y H 
Vel. Wj CENTRAL BUSINESS MEN'S ASSOCIKT 


HEAD OFFICE FOR THE UNITED STATES i ” 
100 WILLIAM STREET, NEW YORK CITY XK uc if i. G. ROYER, Pres. Westminster il 


pienenciacicdeamelanasscenetsaancints daciecttinncal SEES C. O. PAULEY, Sec’y. & Treas.  CHICAGO,II 




















CALEDONIAN INSURANCE COMPANY EXCELLENT OPPORTUNITY 
OF SCOTLAND for Reliable, Energetic men to represent us in thes 
Founded 1805 IHinois and Missouri with direct Home Office contracts, 


“THE OLDEST SCOTTISH INSURANCE OFFICE” policies. 
S. Head Office 


U. 
CALEDONIAN BUILDING oc Pine Street,"N. Y. City 
CAs Hy POST, U6. Manag CAPITOL LIFE INSURANCE COMPAN\ 
R. S. HIRISTOPHER, Aeneas: U & Moma OF COLORADO 
Clarence J. Daly, President DENVER, COLORA Al 


GREAT REPUBLIC LIFE INSURANCE COMPANY Equitable Lifelnsurance Company 


Los Angeles, California 
CAPITAL, $500,000 © FULLY PAID of the District of Columbia 
GREAT OPPORTUNITY ORDINARY AND INDUSTRIAL 
FOR LIVE MEN coca entiation 
Established in the District “3 Cobsestine West Virginia, Ohio a 


H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St. aise’ Re iaeicass atelier HENRY P P. BLA 


Louis, Mo., Manager Missouri and Kansas. ties | : JOSEPH EI 
J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, and = — (Agency § —— : WILLIAM A. SENN NE LE 


Texas, Manager Texas, Oklahoma and New Mexico. Actuary : . .  « GILBERT A. Cli 
W. H. Savage, Vice-President and Agency Director. Main Office, 816 dt ners N. W., WASHINGTON, v 























THE MUTUAL LIFE OF LINO 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms =~ 

ce) . wins of policies. 4 
189, iit 83. Dit) Di ‘a 
ee . : us cieinintainetes oy Good territory in IIlinois still open. Wil 
be pleased to hear from anyone interested: 














YOouR CHANCE Industrial Life and Hea h 
Insurance Company — 
Home Office: 91-98 Walton Street, Atlanta, Gai 


To become Supervisor in Connecticut for a 


young life insurance company; one of the 
kind where personality and hard work will Eneperes, wan oetetn toe res ee ae | 


a es miums 5 cerits ‘to 50 cents per we 
i rd. 
receive a visible reward JOHN Hi, McE ACHERN, Pres dent te : 
DO t Vice- ent 
Address P. L. care of THE SPECTATOR, Box III7, 6 ¢. McEACHERN, 2nd Vice-Presieal 


New York City. I. M. SHEFFIELD, Secretary 





























November 9, 1922 
y 
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aan 
Jefferson Standard 
Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 








‘nsurance in Force—Over $165,000,000.00 


— 
ane 


Lage 








Progressive 


Strong 





ATTRACTIVE POLICY CONTRACTS 
FINE TERRITORY 


Metropolitan Casualty Insurance Co. 


OF NEW YORK 
Home Office 47 Cedar Street 


PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, President } 
ROBERT A. DRYSDALE, Vice-President. S. Wm. BURTON, Secretary 
ALBERT H. LAHY, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 


























Service Financial Stability 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 





4 Dwight & Hilles Resident Mgrs. for N. Y. State 120 William Street, N. Y. 


Non-Technical Contracts | 


PROSPECTS 


We are giving them to our salesmen at the 
rate of 


40,000 PER YEAR 


We Help Our Salesmen 


BANKERS LIFE COMPANY 


DES MOINES 


Established 1879 George Kuhns, Pres. 











GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, Scuth 
Carolina, and Georgia? 
Address 
ERNEST C. MILAITR, 


Vice-President and Secretary 























MONON VAu8) ASSETS OVER 
e)E 'hOO@ eG 


SS i; inatel 
Life , 
Eureterctilen 
@hiitelatee 


PURE LIFE 
INSURANCE 
01 1c611.@)\ 


A TRACTIVE 
: N | TRACTS for 
MEN OF ABILITY 





THE LONDON & LANCASHIRE 


\— | INSURANCE COMPANY, Ltd. 
THE OF LONDON, ENGLAND 


, LONDON & °{ 
| LANCASHIRE 
) New York Department: 

57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 


INSURANCE CO. 
LTD. 
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WHICH WILL YOUR EXECUTORS i 





Life Insurance Men: 


A Contract with our company will insure you 


A PROSPEROUS YEAR 





Best Commissions Best Policies Write us 


\ ae INSURANCE COMPANY 





um SL] INDIANAPOLIS, INDIANA. — 


ESERVE LOAN LiFe 





Se ce re Se PETAR EERIE RT EE TOO 
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